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Control Moisture Condensation in Walls 


Make more profits by showing your customers how to control moisture 
condensation in walls this easy way: 


Authorities agree (full information upon request) that the warm side 
of the wall should be sealed while the cold side should be vented. 


Two Insulite products are ideal for this double job. 
(1) Sealed LOK-JOINT LATH retards vapor travel from the warm side. 


(2) BILDRITE SHEATHING permits breathing toward the outside. 


The two in combination are effective insurance against moisture 
condensation in walls. Sell both for bigger volume, bigger profits. 








MPANY 


“Insulite’’ is a registered 
trade mark, U.S. Pat. Off, 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


I—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a mere 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 
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DESIGN IT FOR ELECTRICAL LIVING 


the WESTINGHOUSE Way 


For years, Westinghouse has carried out exhaustive studies to deter- 
mine how to design maximum usefulness into kitchens. Now these 
studies are available to help you put greater value and buyer appeal 
in your houses. 


For Latest Ideas on Economy in Laundries 





Automatic washers and dryers have changed the laundry habits of 
America. Happily, for builders, laundries designed for this new 
development require less floor space. It means dollars saved, plus 
powerful sales appeal. We'll show you how. 


For Lighting That Adds Dramatic Showmanship 


Good lighting is a vital part of modern living. Decorative lighting 
provides a detail that adds a dramatic lift to exhibit houses. Pros- 
pects see in these details a distinctive feature they can point to with 
pride . . . softens them for a sale. 


For Wiring That Assures Buyer Satisfaction 


No-Fuze Loadcenters serving the right number of circuits—and 
properly placed switches and receptacles—are the requirements of an 








electrical system that will put life in a house, the kind of life your 





prospects are expecting in an electrical age. 
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WESTERN PINE 


Association members told they 
have job selling free enterprise 


EXCEPTIONALLY large num- 
bers of Western Pine manufac- 
turers attended the 1949 convention 
of the Western Pine Association at 
San Francisco on February 17-18. 

S. V. Fullaway, Jr., secretary- 
manager of the association, pointed 
out to members that management 
has failed to sell the free enterprise 
system to the American voters. He 
also stated that management has 
demanded government economy in 
principle but not in practice. 

In yielding the position after a 
two year term, retiring president 
Homer B. Jamison said the change 











from a seller’s to a buyer’s market 
“may be a good change and mean a 
healthier economic atmosphere for 
our industry.” 

E. C. Olson of the E. C. Olson 
Lumber company, Spokane, Wash., 
was elected president for the next 
year. 

Named vice presidents were U. R. 
Armstrong, Hallack and Howard 
Lumber company, Cascade, Idaho, 
and M. R. Prestridge, president of 
the M. R. Prestridge Lumber com- 
pany, Alamogordo, N. M. W. H. 
Myers, general manager of the 
Shevlin-Hixon Lumber company, 
Bend, Ore., was elected treasurer. 

Directors at large are O. H. 
Leuschel, general manager, Pot- 
latch Forest Industries, Inc., Lew- 





DEALERS PROMOTE I-E HOUSING IN SCHOOLS 
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iston, Idaho, and J. P. Hennessy of 
the McCloud River Lumber com- 
pany, McCloud, Calif. 

Elected directors of the National 
Lumber Manufacturers association 
were Swift Berry, Michigan-Cali- 
fornia Lumber company, Camino, 
Calif.; J. M. Brown, Northwest 
Timber company, Gibbs, Idaho; J. 
F. Coleman, Kinzua Pine Mills, 
Kinzua, Ore.; A. J. Stange, Mt. 
Emily Lumber company, LaGrande, 
Ore., and Jamison. 

Berry was elected to the NLMA 
executive committee and Brown as 
American Forest Products Indus- 
tries, Inc., trustee. 


HOUSING ROUNDUP 


Study shows vast improvement 
in housing situation since 1940 


A dramatic roundup of the un- 
precedented housing gains made in 
the United States since 1940 is 
given this month by the Construc- 
tion Industry Information Com- 
mittee in its latest economic study. 

The study shows that the public 
has been prodigiously busy exert- 
ing its will to obtain better housing 
—and the building industry has de- 
livered. Purchasing power and pro- 
duction have once again performed 
according to the typically American 
formula to bring about a tremend- 
ous upgrading of housing stand- 
ards. 

“We are better housed than we 
were in 1940,” the Committee 
states. “Far more families are liv- 
ing in well-equipped houses in good 
repair than ever before. Far fewer 
families are living in substandard 
housing than at any time in the 
past. 

ENORMOUS ADDITION 

“There has been an enormous ad- 
dition to the housing supply. There 
is more dwelling space per family 
and per person. The proportion of 
married couples living doubled up 








is smaller than in 1940.” 

The Committee points out the 
contribution made by the sheer 
quantity of additional dwelling 
units fed into the supply through 


\ GROUP of St. Paul, Minn. retail lumber dealers have reaped much favorable 
ccal publicity by donating 100 model I-E home kits for use by junior high school 

inual training students. Each school will receive three to eight kits and five boys 
vill work on each model. The winning “housing building crew” at each school will be 
icked, after which a city wide contest will pick the grand champion model carpenter 
ctew. Appropriate prizes will be awarded. 
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construction activity. It states that 
there still is room for great im- 
provement in housing, but says that 
the need is being met rapidly. 

“The nonfarm housing supply 
has been expanded 22 percent since 
1940, or at about one-fourth more 
than the rate of the nonfarm popu- 
lation increase,” the Committee 
says. “The tremendous total of 
6.7 million dwelling units has been 
added in nonfarm areas—the cities, 
suburbs and small towns where the 
housing situation had been most 
acute. Of these, 4.9 million were 
new houses and apartments, and 
1.8 million were created by remod- 
eling existing buildings to provide 
additional dwelling units. Allow- 
ing for various other additions to, 
and withdrawals from, the supply, 
we now have a net increase of 6.6 
million houses and apartments over 
1940. 

INCREASE IN ROOMS 


“We have over 30 million more 
rooms than in 1940, which means 
more than one and a half rooms 
have been added for every person 





Competition means _ shoppers. 
Shoppers want product informa- 
tion. AL&BPM’s Dealer Products 
File gives you that information 
in concise, accurate, readable 
form. Illustrations galore. New 
edition out in April! 





added to the population in nonfarm 
areas. 

“We have 6.4 million more non- 
farm married couples than in 1940 
—but we have 6.6 million more 
nonfarm houses and apartments. 

“The proportion of married 
couples living doubled up, for the 
country as a whole, has dropped 26 
percent from what it was in April, 
1947, at the peak of the housing 
shortage, and 7 percent below what 
it was in 1940. 

“Even at the peak of the housing 








(0d defarro 


“It's lovely, my dear. 1 bought one 
just like it for my little sister's doll” 
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Dealer tells how KIMSUL 
made sales 90 up, 
costs go down! 


KNECHT LUMBER COMPANY 


RAPIO CITY, SO. OAK. 


KIMSUL DIVISION 


Kimberly-Clark Corporation 
Neenah, Wisconsin 


Gentlemen: 


IN THE BLACK HILLS 


January 20, 1949 


Since 1942, when we began selling KIMSUL, we have 




















Increased sales — decreased costs ! From coast 
to coast, dealers consistently list these as the 
two important advantages of handling 
KIMSUL insulation. 

An extensive program of advertising and 
merchandising is a vital factor in the KIMSUL 
sales effort, for this program is the largest 
in the industry — designed especially to help 
dealers keep their stocks of KIMSUL moving 


America’s Finest New Homes 
Are Insulated With KIMSUL! 


Purtpineé Propucts MERCHANDISER 























rapidly. Then too, more and more buyers 
are becoming quality-minded and find in the 
many exclusive features of KIMSUL the most 
efficient, yet economical solution to their 
insulating problems. 

And today—more and more dealers are 
learning how much KIMSUL saves them on 
overhead. For Kimsul comes in easy-to- 
handle rolls—compressed.. to save 80% on 


WT LUMBER CO 


been steadily increasing our sales of this product. 
We feel that a great measure of this is due to the 
splendid job you have done in backing up the lumber 
dealer thru effective national advertising pro- 
grams, outstanding point-of-sale displays, 
educational literature and field promotion. 


Covering a sales area of 175 miles in all direc- 
tions, as we do, we are able to really appreciate 
the great savings resulting in transporting com- 
pressed KIMSUL, in comparison to the greater weight 
involved in other insulations. 
and handling feature is to a large extent respon- 
sible for the great volume of our KIMSUL sales. 


This delivery 


Yours very truly, 
KNECHT LUMBER COMPANY 


Maw lial 


Don Knecht’ 


storage space—light, to save 80% on han- 
dling costs ! 

If you are not yet a KIMSUL dealer, and 
want to handle this fast moving, nationally 
advertised insulation, write for details to the 
KIMSUL distributor in your area, or directly 
to Kimberly-Clark Corporation, Neenah, 
Wisconsin. Complete sales and promotion 
information is also available. 


*T.M. REG. U.S. AND CAN. PAT. OFF. 
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FIT? 
a TIGHT 
You Acial 
HOW DO 


DOES IT SAVE MONEY FOR YOUR 
CUSTOMER ? 


DO YOU MAKE MORE PROFIT 
WITH IT? 


WHAT FEATUR 
ES W 
YOUR cUsToMeRs 9 — 'NTEREST 


AMNGWERS: 


eae There are no frames—screening is 
held taut by tension, merely tighten- 
ing thumb screws on sill...so easy your 
customer can measure and install by himself. 


2 | A special five-strand selvage edge on 
both sides of screening makes it hug 
the outside of blind stop and Keystone’s 


patented “floating sill bar” corrects uneven 
window sill. 






















ay Yes, this full length screen for double hung windows costs consider- 
ably less, complete, than an ordinary screen and frame (even withe 
out painting or hardware)! 





Vy Yes, you profit because you are selling a complete screen with all 
fastenings, etc. in one package... something new with a sales 
appeal that builds nice volume, 


‘ey Keystone Frameless Tension all-aluminum frame and screening 
means long life, no stain, no rust, no upkeep, easy storage, quality 
built by one of America’s oldest screening manufacturers. 


KEYSTONE WIRE CLOTH CO., 
Dept. 28, Hanover, Pennsylvania 


Yes, send me complete details, prices and 
discounts on NEW profit-making Keystone 
Frameless Tension Screens. 


KEYSTONE 


WIRE CLOTH CO. 
HANOVER, PENN. 
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shortage in April, 1947, the typical 
nonfarm family had 4.75 rooms in 
its house—a slight increase over 
1940. And each member of the 
family had more room because the 
number of people occupying the ay- 
erage house—3.10 persons — is 
slightly less than in 1940. Since 
that survey was made, the addi- 
tions to the housing supply have 
been greatly accelerated and, tak- 
ing all available information into 
consideration, we may be sure that 
there is considerably more living 
space per family and per person at 
the present time. 

“It is not such a paradox that we 
have more housing room than be- 
fore the war and yet housing is 
harder to find. That is because we 
are using up more of the available 
supply, and so we still do not have 
as Many vacancies in proportion to 
the total number of dwellings as 
we had in 1940. But we are catch- 
ing up on this. The total vacancy 
rate is somewhat less than 5 per- 
cent now compared with 6.5 per- 
cent in 1940.” 


QUALITY BETTER 


There has been a spectacular rise 
in the quality and usability of 
American housing in this decade, 
the Committee shows. Here are 
some of the instances given: 

Through new construction, re- 
modeling and repair and moderni- 
zation operations, we now have at 
least 8 million more nonfarm 
houses which have private baths 
and toilets and are in good struc- 
tural condition than we had in 
1940. 

At least 2 million dwellings in 
nonfarm areas have been made 
more livable because major repairs 
were made and private sanitary 
facilities added. 

At least 6.5 million more houses 
in the nonfarm supply now have 
electric lighting facilities, so that 
































“It's a note from his teacher asking 
whv he comes to school every day” 
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“I’ve seen my sales climb since I ‘Loudenized’ my Barn 
Equipment Department with the Certified Louden 
Dealer Plan. Any aggressive dealer can appreciate 
these sales-making advantages: 

e@ Prospects in my territory received through Louden 
advertising in 21 farm publications are referred to me. 
e I get the EXCLUSIVE SERVICES of the Louden 
Ficld Engineer and Louden Agricultural Engineering 
Department. 

e@ My store and trucks are prominently identified to 
tie in with Louden advertising to my prospects. 

@ I’ve got the only copy in my territory of the Cer- 
tihed Louden Dealer catalog — the most complete Barn 
Equipment catalog ever assembled —that helps a 
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SUILDING Propucts MERCHANDISER 


egularly carry LOUDEN 


FOR LITTER-CARRIERS or any other barn equip- 
ment, the man to see is your Louden dealer. Let him help 
you LOUDENIZE, to save you hours of work every day. 
Since introducing the original Hay Carrier in 1867, Louden 
has led the Barn Equipment industry in developing time- 
savers for the farm. All-Steel Stalls, Litter Carriers, Hi-Dri 
Hay Driers — are among the many Louden “firsts.” 
Louden equipment is more rugged, built to last! Gives 
MORE years of service, hence pays best in the long run. 
For the future of your farm, this is the time to 
LOUDENIZE., In terms of farm products, Louden equip- 
ment costs so little—yet pays such big returns. So see your 
Louden dealer. If you don’t know his name, write us. 


THE LOUDEN MACHINERY CO. Fairfield, la.—Albany, N.Y. 
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*to modernize with 

LOUDEN equipment: 
estal's & stanchions 

e milking parlors 
elitter & feed carriers 
e water & salt bowls 
e cow, calf, bull pens 
e hay unloading tools 
e hay drying systems 
e ventilating systems 
e barn windows 

e barn door track 
ehorse-barn equipment 
@ hog-house equipment 





‘It pays a dealer to LOUDENIZE too’ 


farmer select the equipment he needs for his particular 
problems—helps him sell himself—and helps us give 
complete installation information.” 


Advantages like these are helping every Certified 
Louden Dealer make EXTRA PROFITS in Barn 
Equipment. So — it is worth your while to consider 
the plan for your own business. Only one Certified 
Louden Dealer is appointed in a community; if one 
has not been selected for your community, write us 
for complete details on this sales-building program. 


THE LOUDEN macuinery company 


(Established 1867) 


Fairfield, lowa ‘Albany, New York 


| THE Acree NAME IN BARN EQUIPMENT 4ae “#luays bee LOUDEN 


















STRONGMAN 
OFFERS YOU THE... 


Lus 
ROFIT 


PAIR! 


New homes mean a plus market for 
the dealer selling clothes dryers! And 
here’s the pair that rings the profit bell. 
Sell Strongman for plus business! 















































































MODEL AR-144 


ALUMINUM 
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Holds large wash. 





torage- 






































MODEL 89 


|| ALL- STEEL 
| Clothes Dryer 


Heavy-duty dryer 


for Outdoor wee. 


















Hot-dip galvanized. 
Will Carry heaviest 


wash Without 
bending. 















such a record of accomplishment to 





WRITE FOR FREE CATALOGUE 


STRONGMAN WASH-DAY LINE 
Tie SOUTHERN 


GALVANIZING CO. 
BUSH ST. & B&OR.R. 
BALTIMORE 30, MD. 




























































NEWS «a«¢ TRENDS 





96 percent of all nonfarm dwellings 
now have this convenience. 


MORE UNITS REPAIRED 


The number of nonfarm dwelling 
units needing major repairs has 
been cut considerably more than a 





What gives you the best up-to-the- 
minute information on all the 
products you sell? 

AL&BPM’s Dealer Product File! 


On your desk in just two months. 





third since 1940. Even by early 
1947, 92 percent of the total were 
in good condition. 

“These and many similar im- 
provements show we are steadily 
increasing the proportion of desir- 
able housing and decreasing the 
proportion of undesirable housing 
in relation to the total supply,” the 
Committee says. “It is remarkable 
that such housing gains have been 
made in the 1940’s—a _ period 
marked by curtailment of house 
building during the war, the shifts 
of population to meet the require- 
ments of war production, the ab- 
normally high rate of new family 
formation since the war, and post- 
war inflationary conditions. 

“No one will gainsay that there 
is yet much to be done to meet the 
demands and needs ahead in hous- 
ing but never before has there been 





serve as a basis of further under. 
taking by the construction ind:s- 
try.” 


RETAIL SALES DOWN 


Building materials, autos take 
biggest drop over January, 1948 


JANUARY sales at retail stores 
amounted to $9.5 billion, the De- 
partment of Commerce announced 
today. On a daily average basis 
they were 1 percent above January 
of last year, but with one less trad- 
ing day than in 1948, the total was 
2 percent less than a year ago. 

After adjusting for these differ- 
ences and for seasonal factors, the 
index of sales in January was 329 
(1935-839=100), slightly above the 
previous year and about 4 percent 
below the December high point. 


Declines from December, after 
seasonal adjustment, were shown 
for most of the store categories in 
both the durable- and nondurable- 
goods groups. Durable-goods store 
sales were down 8 percent and non- 
durables 3 percent. 


Among the durable-goods stores, 
sales of the automotive group de- 
creased 11 percent from December 
to January, reflecting a reduction 
in supply as a result of model 
change-over for some of the major 
plants. Building material and hard- 
ware store sales dropped 7 percent 
and homefurnishings about 1 per- 
cent. Only jewelry stores showed 
an advance from the December 
level. 

In the nondurable-goods groups, 
apparel stores continued the in- 
crease which had been registered 








“SLOW BOAT TO PROFITABLE SELLING" 
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From here on 
out, it is going 
to take blood, 
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CUTS PAINTING 


MAINTENANCE COSTS 


"F0h 


NEW DEVOE HOUSE PAINT MAKES 





ps © 


+ DEVOE & RAYNOL 


First on the market—there is no other 
paint just like Devoe One-Coat White 
House Paint! Its performance on 1,861 
jobs proves that this great new Devoe paint 
brings substantial savings at no sacrifice 
in the quality of the finished job! It gives 
the most dazzling, bright, white repaint- 
ing job your customers have ever seen. 
Its wonderful leveling, smooth-flowing 
performance makes a real hit with paint- 
ers. And its beauty is long-lasting be- 
cause the enamel-like gloss finish is fume 
resistant and self-cleansing. 














BuILpING Propucts MERCHANDISER 





What a spring-season 
profit booster for you! 


Yes, Sir! Devoe One-Coat House Paint is the 
answer to your Spring-Season profit problems! 
Because it’s the answer to your customers’ re- 
painting problems! 

Right now, when other costs are mounting higher 
and higher, it gives you a chance to offer a better 
product, that does a better job at a whacking big 


saving! That’s a proposition that has never yet 


failed to sell itself to consumer and painter. 
Want the full story on this great profit-maker? 
Want to make sure your stocks are ample when 
the robins sing “Start painting’? Want an eye- 
opening demonstration of dazzling whiteness and 
one-coat covering power? Phone your nearest 
Devoe Branch or write today to Dept. A-4. 


DEVOE PAINTS 


DEVOE & RAYNOLDS COMPANY, Inc. 
787 First Avenue New York 17, N. Y. 
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New Improvements 
in Fyro-Place 









































Aelfes you sell Lo 





Wasous... Contractors 


Ductmakers which 

* save masons time and 
materials (up to 40 bricks) 
will provide unobstructed 


flow of air. 










2 Feather-light insula- 

* tion in blanket form 
for quick application, does 
not fall apart, saves labor. 









Expansion 
channels which 
eliminate the ugly 
joint between face 
brick and fireplace unit, 
due to the masonry drying 
and falling out. 





































a 


Flexible metal 
stop to attach to 
apron of fireplace 
unit prevents insula- 
tion from working down 
and showing from front. 











FYRO-PLACE is the fireplace form that saves builders as much as 16 
hours of labor, plus the cost of damper, firebrick, etc.—often offsetting its 
cost. It creates good will because the satisfied owner gets a warm-air- 
circulating fireplace instead of a smoky, drafty old-fashioned one. 


Masons and Contractors appreciate the new features of Fyro-Place. 


Have several sizes in stock always for their convenience. 


Get our Free 32 Page Book — “100 Fireplace Ideas” 


PRIC 


90 Austin 





FIREPLACE HEATER 
& TANK CORPORATION 


Street Buffalo 7, New York 














in December. Partly as a result of 
strong promotional activity, espe- 
cially in men’s wear, apparel-store 
sales advanced about 2 percent in 
January. Drug-store sales also in- 
creased. 

In the remaining groups of 
stores, decreases in sales ranging 
from 3 to 7 percent were reporied 
in January after adjustment for 
seasonal factors. 

Details of these sales are pre- 
sented in the accompanying table. 





CONSTRUCTION SLOWS 


Watchful waiting attitude cuts 
building commitments sharply 


Building contracts, particularly 
in the residential and heavy con- 
struction fields, have dropped sharp- 
ly in January of 1949 compared to 
the same month a year. Builders 
generally are holding off in an at- 
tempt to gauge the market poten- 
tial in the months to come. 

F. W. Dodge Corporation gives 
the following figures while report- 
ing a drop in January of 31 com- 
pared to December and 22 percent 
compared to last year. 

A statistical summary of invest- 
ment commitments reported in field 
reports showed a total contract 
volume last month of $482,984,000. 





The Dealer Products File is so 
chock full of the latest product 


information dealers keep their 
copies chained to the counter. 
If you’re one of many new sub- 
scribers, you have a thrill coming 
up. The greatest edition yet of 
this great book will be out in 


April. 









This total was 31 percent less than 
that reported in December and 22 
percent lower than the volume re- 
ported in January of last year. 
The over-all decline in building 
and construction contracts was 
least severe in New England, the 
Middle Atlantic and Southeastern 
states, and the region comprised of 
northern Illinois, Indiana, Iowa, 
Wisconsin and northern Michigan. 





RESIDENTIAL AWARDS 


The decline was especially pro- 
nounced in residential and heavy 
engineering awards. The Dodge 
corporation reported a residential 
contract volume in the thirty-seven 














Sell the flooring that 
outsells all others 
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E. L. BRUCE 
of Hardwood Floors 


World’s Largest Maker 
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NEW, SUPER-TOUGH 


asreleté PANELS 












































| -—+— 
TAS 
Superlite Panels now are surfaced ++—+# | + 
with a new high-gloss, plastic fin- es ) 
ish, BAKED ON for extra lustre and 
extra resistance to abrasion. 
New rounded-edge score lines F 
mean less dust collection and 
greater ease in cleaning. Just a wipe ‘Zz 


of a damp cloth over Superlite 
Panel’s high-gloss surface and they’re glistening again! 

Large sheet size means reduced application cost. And no fuss 
and muss as in the application of plaster or similar materials! 

Superlite Panels for interior walls and ceilings, either in 
new construction or renovation, are available in eleven pleas- 
ing colors. 

Your customers will be pleased with Superlite Panelling 
because of its beauty and durability. Ideal for kitchens, bath- 
rooms, game rooms, restaurants, hospitals — and other in- 
stitutions. 

Use the coupon below for descriptive literature and other 
pertinent information. 

e oo + 
Superlite Panels are sheets of Masonite Presdwood, surfaced with a high-gloss, 
baked-on plastic finish. They are available in sheet sizes 4 ft. wide, and 4 ft., 


6 ft, 8 ft. and 12 ft. long. These panels are finished three ways: plain 
colors, tile design (4” x 4” square) 








and Leveline (horizontal lines on 8” 





centers). A range of 11 colors 
(including black and white) is offered, 




















with a variety of colors in the 








score line. PLAIN TILE EFFECT LEVELINE 


SUPERIOR WALL PRODUCTS CO. 
Philadelphia 40, Penna. 


j 


“for more than a decade’ 














ne ee ae a ee nae np ee ae ee eee 7 
| SUPERIOR WALL PRODUCTS CO., 4413 N. American St., Phila. 40, Pa. | 
| () Send us descriptive literature. | 
| () Tell us the advantages of handling Superlite Panels. | 
| NAME | 
| ADDRESS 
| city STATE | 
sie canines sandcecmceiietsa Mechanica te tela ini ei 4 





NEWS 2d TRENDS 


states of $159,128,000 last month, 
reflecting a 38 percent drop from 
December and a 33 percent decline 
from the total reported in January 
of last year. The declines affected 
apartment house building as well 
as single-family houses. The de- 
cline was less pronounced in houses 
built to owners’ orders for their 
own occupancy, last month’s volume 
being down 33 percent compared 
with December but up 2 percent 
compared to January of last year. 

Residential awards were down 
last month compared with Decem- 





We know your last issue of the 
Dealer Product File is getting dog 
eared from use. But hold out! 
The bigger and better 1949 edition 
will be in your hands in just two 
months. 





ber in all fifteen major reporting 
regions east of the Rockies, with 
exception of Louisiana and Missis- 
sippi, and were down in January 
compared with the corresponding 
month of last year in all but three 
regions, namely, New England; up- 
state New York; Minnesota, North 
Dakota and South Dakota. 

Heavy engineering awards last 
month aggregated $101,973,000 to 
show a 40 percent drop from De- 
cember and 25 percent decline from 
January 1948. Only three of the 
fifteen reporting regions showed an 
upswing in heavy engineering 
awards compared with December 
and with January of last year, 
namely, the Middle Aflantic states; 
southern Michigan; and the region 
comprised of northern Illinois, In- 
diana, Iowa, Wisconsin and north- 
ern Michigan. 

NONRESIDENTIAL 

Increases in awards for hospitals, 
institutional buildings and churches 
last month lessened the severity of 
the drop in nonresidential buildings 
as a group, the Dodge corporation 
reported. The volume of nonresi- 
dential awards last month was 
$221,883,000. This total was 17 
percent less than December’s and 
8 percent less than in January of 
last year. Manufacturing building 
awards, and contracts for educa- 
tional and science buildings showed 
the sharpest declines among non- 
residential classifications. Nonresi- 
dential building gains were report- 
ed in New England, in the South- 
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Get this handsome 


DISPLAY CASE 


AT NO EXTRA COST 


with your order for this 
complete assortment of 
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ODEL ON FRONT SHOWS P ; ‘ ; 
nies 4 ALL 9 SECTIONS This handy, attractive display case is a sales- 
maker, as well as a profit-maker! 

une Convenient to use... takes little space... 
- shows customers in a glance how beautiful 
th Nu-ART Moulding will look in their homes. 
is- The case contains an all-purpose assortment 
ry of 9 popular sections that home-owners can 
ng install easily. Packed in lengths of 6 ft., each 
ee length in kraft paper tubing to protect its 
p- highly polished finish, with screw holes al- 
th Yes, Nu-ART Moulding is ready drilled. Necessary screws for each 

really a money-maker! length comes in individual envelopes. 
st This complete standard as- 
to sortment costs you only half Display case is Be son eo 
e- of what you sell it for . 4 uae ceiling as low as 7 ft. 

and you get the handsome 
m display case and model free Vv Entire case oon? floor 
he at no additional cost. space of only 15”x19”. 
an What’s more, the standard 
ig assortment (illustrated be- 
ey low) includes nine all-pur- 

pose sections which have 
YT, proven themselves to be the 
Bs most popular and fastest- 
yn selling styles of all. How- 
" ever, if you desire, substi- 
‘ tutions of other shapes may 
h- be made. Write today for pa By anal 





complete information and FULL FREIGHT 


prices, CHARGES 
ON THIS ASSORTMENT YOUR ORDER WILL BE SHIPPED SAME DAY RECEIVED 










- HERE ARE THE 9 POPULAR SECTIONS THIS CASE CONTAINS 
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MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 131, OKLAHOMA 
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cata KNENIENCES 


Outfitting the closets with 
K-VENIENCES gives any house an 
eye-catching, up-to-date appeal. Yet 

the cost is agreeably modest; and 
the installation is a simple matter 
of using a screwdriver. 


K-VENIENCES make the most of any closet 
space, too, adding maximum efficiency 

along with the beauty of their gleaming 
chrome. Scientifically designed, they hold 
clothes properly, save pressing, keep 
everything in reach, and double closet capacity. 


The complete line of K-VENIENCES closet 
fixtures merits your full attention. Its more 
than 40 items provide the right fixture for 
every need, to fit any size or shape of closet. 





We will be pleased to send you a 
complete catalog upon request. 











The new ‘‘F'' merchandise display sells K-VENIENCES 
faster and takes only 3 sq. ft. of floor space. 
This door-type panel holds an assortment 


NNR 


WIMVLAAVAELS, 


giving complete information. 








GRAND RAPIDS 4, MICHIGAN 
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NEWS aad TRENDS 


eastern states, in Ohio, Kentucky, 
Minnesota and the Dakotas. 

Approximately one third by dol- 
lar volume of all commitments made 
last month was for projects classi- 
fied as publicly owned, according to 
an analysis of contracts by the 
Dodge statistical division. The per- 
centage of total contract volume re- 
ported under public ownership last: 
month for the three major classifi- 
cations is as follows: nonresidential 
28 percent; residential 8 percent; 
public works and utilities 82 per- 
cent. 





































What gives you the best up-to-the- é 
minute information on all the 1 
products you sell? ,. Lur 
AL&BPM’s Dealer Product File! Os 
On your desk in just two months. 
BUILDERS MEET “y, 
Nation's home builders convene is 
in record numbers at Chicago 
MEMBERS of the National As- 
sociation of Home Builders arrived 
from all parts of the country to ee 
view scores of building materials aes 
exhibits at the Association’s an- ™ 
nual convention, held February - 
20-24 at the hotel Stevens, Chicago. Tes 
Experts from every part of the ve 
industry took part in panel discus- 
sions aimed at airing problems con- 
fronting the building industry. ae: 
One group, led by Thomas P. Fle 
Coogan, NAHB national secretary, ail 
pu 
yo 
Te 
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HOME FINANCE problems were dis- 
cussed by mortgage panel. Among those 
participating were, left to right, Thomas 
P. Coogan, national secretary NAHB; 
Joseph E. Merrion, NAHB past presi- 
dent; Joseph Meyerhoff, NAHB past 
president, and H. D. Theobold, past 
president, U. S. Savings & Loan League. 





pointed out that tight financing is 
the one big deterrent to low cost 
housing at the present time. While 
government demands housing on 
the one hand, it moves to tighten 
mortgage credit on the other. 
Another group, led by Nicholas 
Molnar, NAHB national treasurer, 
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* TEXOAK 
maz0) 


... Says 
P. E. Thompson, 
The Hardman 
Lumber Company, 
Osborne, Kansas 


“Your Texoak Flooring 
is the nicest I’ve ever 
seen,” says Mr. Thompson. 


‘| have been in the lumber bus- 
iness for 31 years and during that 
time | have learned to call a spade 
a spade. Texoak helps us make 
additional flooring profits because 
Texoak Flooring is superior to or- 
dinary brands of oak flooring. 


“Both Mr. Hardman’ and myself 
recently inspected a car of Texoak 
Flooring which arrived in our 
warehouse. When you said that you 
put out good quality merchandise, 
you did not exaggerate a_ bit. 
Texoak Flooring is the type of 
product that gets repeat busi- 
ness. Your thresholds are also par- 
ticularly nice. We have already 
had compliments from our cus- 
tomers about them.” 


exoak tongued and grooved floor- 
og sells because of its beauty, be- 
‘ause it's accurately machined, be- — 
ause it lays right and stays laid. 





FLOORING 
REPEAT BUSINESS . 





TE XMKOAMKM BACKS YOU WITH STRONG ADVERTISING! 


Not satisfied with just making a superior flooring product, Texoak fur- 
nishes you with a strong cooperative advertising campaign that will help 
you sell Texoak Flooring. Newspaper ad-mats, radio scripts, display pieces 
for your sales rooms, and folders for direct mail advertising are just a few 
of the many items included in your Texoak cooperative dealer advertising 
campaign. Write for full details. 


WHY TEXOAK FLOORING IS BETTER 


The modern mill that produces Texoak Flooring contains the finest and 
newest in flooring manufacturing machinery. Modern Moore cross circu- 
lating dry kilns season the rough oak. Precision machinery makes the 
finished Texoak products. 


Texoak people know how to make beautiful, lasting flooring that will lay 
right and stay laid. 
To Wholesalers and Commission Men 
A few territories for Texoak Flooring are still open to well es- 


tablished wholesalers or commission men. Write for complete 
details about this nationally advertised line of flooring products. 


B FLOORING COMPANY 


CROCKETT, TEXAS 
PHONE 443 P. O. BOX 480 


Buttpinc Propucts MERCHANDISER 


































































































Dealew Wanted 


TECO Iip-L-Grip ANCHORS 


FOR HOMES AND FARM BUILDINGS 





Builders and farmers use Trip-L-Grip in building 
stronger new buildings and for repairs. Nails 
furnished with anchors. Stock these handy pack- 
aged, nationally advertised anchors for year 
around sales. Write today for dealership. 


TIMBER ENGINEERING CO. Washington 6, p. c.Y 
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CALDER 
Alumni” 


SECTIONAL GARAGE DOOR 


as modern as tomorrow 





mechanism 


proof joints 





® Sections 
replaceable 





This is the Door to Bigger Profits 


roller design 
door tight with no jam- 










ARDWOODS . 


LOOK AT 
THESE CALDER 
FEATURES 


@ Sturdy aluminum 


@ Heavy, tough alumi- 


track and 
wedges 


@ Track joints always: 


resistant Neo- 
prene tired rollers 


®@ Bind-proof 


locking 


@ Interlocking weather- 


individually 


Outstanding features of Calder 
Overhead Garage Doors make sales 
easy because their superiority is 
quickly recognized. Generous 
dealer discounts make them an ex- 


ceptional opportunity for progres- 
sive distributors and contractors. 
We invite you to open the Calder 
Door to Profitable enterprise. Write 
for full information today. 











THE CALDER MANUFACTURING CO., Lancaster 4, Penna. 
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found that the most difficult cb- 
stacles placed in the path of the 
builder of low-cost homes are those 
placed by the various sub-divisions 
of government itself. Such restric- 
tions include zoning, minimum 
property requirements and financ- 
ing requirements. 

The association elected Rodney 
M. Lockwood of Detroit, Mich., 
president for 1949. 


MAPLE FLOORING 


Manufacturers discuss future 
plans; elect new officers 


THE Maple Flooring Manufac- 
turers Association held its annual 
meeting January 28 at the Black- 
stone Hotel, Chicago. W. C. Abend- 
roth of Rhinelander, Wisconsin was 
re-elected president. Also, re-elected 
were D. S. DeWitt, Oconto, Wiscon- 
sin, Vice President and W. W. 
Gamble, Jr., White Lake, Wiscon- 
sin, Treasurer. L. M. Clady of Osh- 
kosh, Wisconsin is Secretary-Man- 
ager of the group. 

Mr. Abendroth, starting his third 
year as president, reminisced in his 
address, stating that the associa- 
tion now in its 52nd year, has al- 
ways been an organization of con- 
scientious flooring manufacturers, 
working in the interest of the build- 
ing public at all times. “This was 





Competition means_ shoppers. 
Shoppers want product informa- 
tion. AL&BPM’s Dealer Products 
File gives you that information 
in concise, accurate, readable 
form. Illustrations galore. New 
edition out in April! 





the goal of the original founders 
and we do not take their ideals 
lightly,” Abendroth said. 

“It can safely be predicted that 
the present stands of Northern 
Hardwoods will continue to serve 
future generations as a source of 
supply for fine flooring for many 
years to come. 

“The MFMA advertising, pub- 
licity and trade promotion appro- 
priation is the highest since 1941. 
We plan to keep up our long recog- 
nized service idea by providing the 
building public with educational 
literature, reports on research ac- 
tivities and other information fea- 
turing the advantages to be gained 
by following MFMA recommenda- 
tions on floor installation and floor 
finishing procedure. 

“The advertising budget has 
ample provision for trade paper ad- 
vertising, covering the textile, 
school, bakery, commercial, home, 
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Ponderosa Pine doors and windows 
are made in a wide variety of styles, 
including pre-fit modular standard 
sizes for window openings. 


It’s as simple as 1-2-3—this combina- 
tion which makes money for dealers all 
over the country. First, take quality 
products like Ponderosa Pine doors, frames 
and windows. Add skillful promotion: that 
pre-sells your customers. The result is 


profits for YOU—today and tomorrow! 


Ponderosa Pine doors, frames and win- 
dows have the beauty that comes from 
correct design and excellent craftsman- 
ship. The wood itself sands satin smooth 
—takes paints, stains and other finishes 
without grain raising. That means lasting 
beauty and value in these Ponderosa Pine 
products. 


And “Today’s Idea House”—32-page 


Ponderosa Pine booklet 





does a wonder- 
ful job of pre-selling your customers! It 
shows them how they can make their 
homes more attractive, more livable, and 
more convenient. It whets their appetite 
with dozens of photos showing actual in- 
stallations. It’s the kind of promotion 
that works—as hundreds of dealers have 


found. 


Use “‘Today’s Idea House” to help 
build your sales and profits! Send today 
for a sample copy of this powerful selling 
aid. Then order enough for your customer 


mailing list at 10 cents per copy. 


Send the coujzon today! 









Ponderosa Pine Woodwork 
Dept. RAL-3, 38 South Dearborn Street 
Chicago 3, Illinois 


Please send me a free copy of “Today’s Idea House.” 
(Please print.) 


ne 
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amusement, industrial, institution 
and church fields. Publicity pieces 
and advertising copy will be of an 
educational nature. We shall en- 
deavor to tell the century old story 
of Northern Hardwoods and North- 
ern Hard Maple, Beech and Birch 
Floorings from the standpoint of 
their importance to the modern 
builder of today. 

“Tt seems important that 1949 
builders should be told about the 
economy of using the lower grades 
of our flooring for many spaces in 
modern buildings. Home builders, 
for instance, during 1948 have 
found MFMA Third Grade flooring 
especially well adapted for bed- 
rooms, playrooms and recreation 
spaces. The attractive deep-toned 
varying color of the wood charac- 
teristic of this grade is very much 
enhanced when finished with one 
of the association approved sealer 
type finishing products. There is 
nothing wrong with Third Grade 
Northern Hard Maple, Beech and 
Birch Flooring and users can be as- 
sured of its merit as a sound eco- 
nomical flooring product. 











1949 CONVENTIONS 








Corrected to press date—exhibits 
except when marked by asterisk (*) 


March 14-15-16—Independent Retail Lumber 
Dealers Assn., Minneapolis, Minn., Hotel 
Kadisson. 


March 16-17—Lovisiana Building Material 
Dealers Assn., New Orleans, La., Jung Hotel. 


March 16-17-18—lowa Retail Lumbermens 
Association, Coliseum & Hotel Savery, Des 
Moines, lowa. 


March 23, 24, 25—Carolina Lumber & Build- 
ing Supply Assn., Civic Auditorium, Asheville, 
N. C., George Vanderbilt, Battery Park 


March 24-25—Florida Lumber & Millwork 
Association, Inc.*, St. Petersburg, Fla., Soreno 
Hotel. 
March 28, 29, 30—Tennessee Lumber, Mill- 
work and Supply Dealers Association; Knox- 
ville, Tenn.; Andrew Johnson Hotel 
April 7-8—Mississippi Retail Lumber Dealers 
Assn., Biloxi, Miss., Buena Vista Hotel. 
April 7-8—New Jersey Lumbermens Associa- 
tion*, Atlantic City, N. J., Traymore Hotel. 
April 10-11-12—Montana Retail Lumbermens 
Association*, Missoula, Mont., Florence Hotel. 
April 21-22-23—Southern California Retail 
Lumber Assn., Los Angeles, Calif., Ambassa- 
dor Hotel. 
April 24-25-26—Lumbermen’s Association of 
Texas, Dallas, Texas, Fair Park Agricultural 
Bldg. 
April 28-29-30—Tennessee Lumber, Millwork 
& Supply Dealers Association, Andrew John- 
: son Hotel, Knoxville, Tenn. 
PITTSBURGH 12, PENNSYLVANIA wz/It h May 6-7-8—Arizona Retail Lumber & Bldg. 
oul Fw 2 Supply Assn., Douglas, Ariz., Gadsden, Ariz. 
Note: Convention schedules for the following 
were not available at publication time: 
Arkansas Association of Lumber Dealers. 
June 8-9-10—South Dakota Retail Lumber- 
men’s Association, Rapid City, S$. D., Munici- 
pal Auditorium. 


MANUFACTURING COMPANY 
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HOUSING LEGISLATION: The Senate Banking 
Committee has reported out its long-range housing 
bill, with the strongest committee support any such 
measure has received in recent years. Those op- 
posing it in committee were Bricker of Ohio, Cain 
of Washington, and Robertson of Virginia. The bill 
was introduced as a bipartisan measure, and it 
orobably will pass the Senate. So leaders of both 
parties think. 


PROVISIONS: The bill calls for the construction 
of 810,000 Federally financed public housing units 
during the next six years. That's 135,000 a year. 
The number can be increased by the President, with 
the approval of the Council of Economic Advisers, 
in any one year to 150,000 or reduced to 50,000. 
This of course is to meet changes in the economic 
weather. But the over-all six-year total must still 
add up to 810,000. 


OTHER OBJECTIVES: The bill would provide fif- 
teen hundred million dollars to be used as loans 
and grants to States and municipalities, for slum 
clearance and to resettle slum dwellers. It would 
set up a $262,500,000 rural housing program, to be 
handled by the Department of Agriculture; a four- 
year project. Also provisions for Federal aid to 
housing research and for a national housing census 


in 1950. 


FARM BUILDINGS as well as homes would be 
eligible for loans; although substandard farms 
would be limited to $1,000 for temporary repairs. 
Farmers in trouble with their payments because of 
crop failures or other calamities beyond their con- 
trol could be allowed extra time to meet these obli- 
gations. Public housing bonds could be under- 
written by commercial banks. Previously this has 
been limited largely to investment banks. 


A HUGE HOUSING MEASURE: the biggest in 
national history, if it's enacted. It will be more or 
less amended. But if passed, as it's likely to be in 
some form, it con hardly have much direct effect 
upon the building materials market this year. In 
the Senate legislative parade, it is temporarily 
blocked off behind the cloture battle; the effort to 
amend the Senate rules to prevent filibusters. Don't 
expect action for some weeks. 


ECONOMIC STABILITY ACT OF 1949: Better 
keep a critical eye on H. R. 2756. Chances are 
heavily against its enactment at this session; but 
it's a sign of the times. If passed, it would delegate 
to the President huge and practically dictatorial 
powers over American business. These powers are 
noi clearly defined in legal terms; and the bill makes 
little exact distinction between what the President 
mcy and may not do. 








































































Buitpinc Propuctrs MERCHANDISER 











WASHINGTON 


CALENDAR | 






RESERVE POWERS: It's doubtful if authority, set 
up in terms merely of good objectives, can be held 
in reserve for use only in emergencies. If such 
powers are written into law, some agency either 
public or private will want to use them right now 
and will discover or create the emergency. Such 
control powers are safe only when clearly defined 
in legal terms. H. R. 2756 as now written could 
change the character of the Presidency and of the 
government. 


FEDERAL RESPONSIBILITY: Sure enough, Uncle 
Sam long since has controlled much of the national 
economy; and many of those powers you wouldn't 
want repealed. The Interstate Commerce Commis- 
sion, with its large authority over transportation, is 
more than 60 years old. There are many other 
agencies. The Full Employment Act of 1946 wrote 
into law the Federal responsibility for the U. S. 
economy. But these controls HAVE to be right and 
HAVE to be definite. 


LUMBER SUPPLY: The Lumber Survey Commit- 
tee has reported to the Secretary of Commerce that 
there's a surplus of lower grade stock at the mills 
and in retail yards and that select grades are in 
pretty good balance with demand. Some marginal 
mills have shut down, and well established plants 
are reducing production. One reason for caution 
among lumbermen is uncertainty about the effect 
the legislation passed by Congress may have on the 
market. 


HOUSING CONSTRUCTION in 1949, says the 
Committee, isn't expected to equal the volume of 
‘48: but heavy construction is expected to increase. 
The Departments of Commerce and of Labor have 
joined in a statement that total physical volume of 
all new construction will be about the same as in 
‘48. Earlier predictions are repeated that housing 
volume will increase in early summer. 


BUILDING COSTS: Associated General Contrac- 
tors of America took a poll of more than 100 affili- 
ated associations and reported that building costs 
generally have ceased to advance. Some think 
costs will be stabilized at current levels; but a good 
many think these levels will decline. They don't 
look for any sharp declines in costs; and they agree 
with government analysts that construction volume 
this year will be high. 

GENERAL TRENDS: Outside the building indus- 
try, price trends at this writing are mildly down- 
ward. General Motors shocked a lot of the neigh- 
bors with a small but unexpected cut in car prices. 
While government analysts expect some further de- 
clines, they stick to their story that the boom MAY 
carry on another year. 
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At last? An easy, inexpensive 
Way to make your Own 

rooms ag eXcilingly lovely as 
MAGA ZINE. FEATL RED Rooms ? 


NOW, att yoy 0 is choose a Paint 
color scheme from the man 
featured in the 

tional Magazines, 


OnESS gy MANE-weay 


bald your dealer is Out of Kyanize Color Recipe Pockets, seng 10¢ in 
stomps or Coin with your name nd address (please Print) to Dep. 
A-4, Boston Varnish Company, Everen Station, Boston 49, Mass, 


'F You WANT ADDITIONAL 
COtor SCHEME SUGGESTIONS 
ask your local K; yanize dealer to 
show you his Kyanize Colo, Recipe 
Scrapbook. 
This scrapbook 4s a collection of 
é d 


© 1949, BOSTON VARNISH COmMPany, EVERETT, MASSACHUSETTS 








SO To your kya 
free Kyanize Colo; 
Contains €asy direction 
schemes of the Most in 
favorite Magazines, 








he Kyanize Color Recipes you 
€cipe packet, Note the explicit 





Walls, Ceilings 
Sparkle , , , look like new! 


o& 
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AN EMERGING FORMULA FOR MINIMUM COST HOMES 





The recent Life Round 'Table on housing—the current survey* 
of dealer merchandising practices being conducted by AL&BPM 
—the increasing numbers of industry-engineered houses being 
built by dealers 





are all pointing toward an economic formula 
which is becoming increasingly apparent. | 


Here is the evolving formula: 


by the establishment of a single local management over- 
head for the warehousing, assembly, delivery, sale, con- 


struction, and completion of the new house project. 


Whether it is a Leavitt on Long Island, a Burns at Los An- 
geles, a prefabricator in Indiana, or lumber dealers building 
homes in middle border towns,—wherever lowest cost for quality 
houses is found this formula seems to bob up. 





Perhaps this also explains the facts that nearly as many lum- 
ber dealers as contractors registered at the recent National Home 
Builders Show, and that the AL&BPM Survey shows that 55 


percent of lumber dealers are now accepting complete responsi- 
bility for new home sales. 


Forward thinking manufacturers, wholesalers and dealers will 


watch the widening application of this formula with intense in- 
terest and concern. | 


EDITOR. 


*Complete release of data in April 23rd issue. 
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3,000,000 New Customers 





HE FASTEST GROWING 
home hobby today is the base- 
ment woodworking shop. And, if 
you have any doubt of the demand 
for the power and hand tools that 
these hobbyists are using, watch 
the advertising of Sears, Montgom- 
ery-Ward and the big department 
stores in your area. 

You may recall the heavy adver- 
tising by power-tool manufacturers 
in the consumer magazines just be- 
fore Christmas. It was all directed 
to the 3,000,000 hobbyists in the 
woodworking field. 





POWER AND HAND TOOLS get major display space at the Doud Lumber Co., San Jose, 


Hobbyists, home owners, carpenters and contractors are look- 


ing to you for hand, power and rental tools. It’s time to stud 
this important department for additional dollar profits 


Everyone and his brother are go- 
ing after this business. Competi- 
tion is there—perhaps more com- 
petition than you will experience in 
most of your other lines. This 
doesn’t mean that you should stay 
out of a business in which your 
store is the logical retail outlet. It 
does mean that you should seri- 
ously consider what tools can mean 
as a real profit item. 


WIDE PROFIT RANGE 


Many dealers have handled hand 
tools for years—too often merely 


as a service item; an increasing 
number of dealers are selling power 
tools; more dealers annually are 
realizing the profit possibilities in 
renting tools. 

A survey just made by a national 
manufacturer of power tools among 
its 2,500 retail representatives, 


disclosed 78 percent of these deal- 
ers expect bigger sales in home- 
craft power tools in 1949. How 
much of this added volume will you 
get? 

Now is a good time to reexamine 
your entire merchandising pro- 


Calif. Sales appeal is directed to both contractor and hobby business. Note the effective display 
of earpenters’ tools, indirectly lighted, in the background. 
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for Tools 


SUGGESTED FLOOR PLANS for rental 
tools give the dealer specific suggestions 
for promoting this angle of his tool 
business. 


gram in relation to tools. Is your 
tool department getting the atten- 
tion it deserves? The important 
consideration in answering this 
question is this: tools must be 
merchandised just as aggressively 
as paint, hardware and lumber. Are 
you doing that? 

Look over your tool display to- 
day and see how it compares from 
the consumer’s viewpoint with the 
best of your other floor exhibits. 
Are you effectively using the many 
available manufacturer  point-of- 
sale aids? Is your display neat and 
orderly? Do you have capable tool 
salesmen on the floor? 


DISPLAY HINTS 


Display at point-of-sale is just 
as important for tools as for any 
other product in your inventory. 
For hand tools, a well-arranged 
wall display with tools sufficiently 
spaced to avoid a cluttered appear- 
ance is best. The display should be 
lighted—both indirectly and by 
spotlights for special items if pos- 
sible. Make sure your tool cabinet 
is visible from all sections of the 
display floor. Cutout wooden block 
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letters along the top of the cabinet 
will attract favorable attention. 
An entirely different type of dis- 
play is necessary for electric power 
tools. Where possible, these should 





Advertising Pamphlets 

2. Counter Sign 

3. Floor Display 

4. Window Card and Display 
5. Window Banners 

6. Permanent Window Sign 








Courtesy American Floor Surfacing 
Machine Company 


be set up on a work bench for two 
reasons: first, to afford a realistic 
display background; second, to en- 
courage the display of companion 
tools and accessories. Many deal- 


















WINDOW DISPLAY (above) directed to 
hobbyists, features name, specifications 
and prices of tools by sizeable placards. 
This display appeared recently in the 
show window of the Lynch Lumber Co., 
West Springfield, Mass. 


Valuable suggestions and illustrative material 

for this article were received from The 

American Floor Surfacing Machine Co.; Por- 

ter-Cable Machine Co.; Delta Manufactur- 

ing Co.; DeWalt, Inc.; Mall Tool Company; 
W. C. Heller and Company. 


CUSTOMERS VISITING Richards & 
Krueger Co., New Braunfels, Tex., are 
stopped by this attractive wall display of 
hand tools (left). Note the neat un- 
cluttered appearance of this exhibit. 











ATTRACTIVE WINDOW DISPLAY of rental tools and sundries pulls in customers. 


ers sell work benches and _ tools 
in a package sale. Confronted with 
a work bench exhibit, the prospect 
can visualize the setup in his base- 
ment. A working exhibit will help 
stimulate sales. 


One of the fastest sellers, es- 
pecially before Christmas, is the 
packaged tool chest for hobbyists. 
One Chicago dealer sold two dozen 
of these chests at $40 apiece for 
Christmas gifts. 

Neither hand nor power tools sell 
themselves. This seemingly obvi- 
ous statement cannot be overem- 
phasized. Both types of tools 
require newspaper’ advertising, 
window display and every kind of 
promotion made available to other 
products. Manufacturers have nu- 
merous sales aids available rang- 
ing from suggested advertising lay- 
outs and window banners to de- 
tailed display and rental plans in 
the case of portable power tools. 


RENTAL OPPORTUNITIES 


Many dealers who have opened 
a power tool rental department 
have discovered a valuable source 
of new revenue. Farmers, carpen- 
ters, small builders and industrial 
concerns are turning to the build- 
ing materials dealer as the logical 
source for these rental tools. Sev- 
eral major tool manufacturers are 
pushing the development of rental 
programs on the part of the dealer; 
special manuals on the theme how 
to make more money in the floor 
sander rental business are avail- 
able. Special rental record sheets 
have been prepared to help dealers 
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keep a detailed record of their ren- 
tal business. 

Floor and counter display cards 
help build rentals on the floor. 
Careful attention should be given 
to the best location for these 
“silent salesmen”; haphazard 
placement will defeat the purpose. 
Circulars that can be used as stuff- 
ers with your monthly statements 
or wrapped with consumer pack- 
ages are also available. 

One eye-catcher at point-of-ren- 
tal is a sanded square near your 
paint department. Have one of 
your painters letter a sign on the 
sanded square something like this: 


“Rent our floor sander and re- 
surface your own floors.” 


Paint a protective finish over the 
sign and emphasize it with a black 
border for stronger contrast. Deal- 
ers have found that this sign will 
attract more attention than any 
other single “silent salesman.” 

Advertising the availability of 
rental tools will give the dealer an 
added opportunity to get the maxi- 
mum business in the owner-built 
home market and less substantial 
jobs of a hobby nature. These ad- 
vertisements should include a small 
illustration of several of the major 
tools with the copy. Here again the 
manufacturer will help with mats 
and suggested copy. The rental 
schedule of each tool should be in- 
cluded. 


This raises the question of what 
rental rates should be. One dealer 
who does a big rental business says 
2 percent of the tool’s list price 
upped to the nearest 50c. A nomi- 
nal additional charge of 50c or so 





should be made for those tools 
which require sharpening; recipro- 
cating tools require more repairs, 
therefore add up to another dollar 
for each rental of those tools. 

The basic rental period should be 
24 hours, although some dealers 
find it a good idea to rent from 
Saturday night until Monday 
morning for the 24-hour rate. The 
renter should be required to sign a 
rental agreement, keeping one copy 
for himself. This agreement, 
(samples available from manufac- 
turers), should not only give name, 
address, starting time, equipment 
rented and sundries purchased, but 
should also have specific working 
directions printed on the back. For 
instance, one dealer’s rental state- 
ment indicates that 50c additional 
will be charged for calking guns 
returned in dirty condition. 


NAME DEPARTMENT HEAD 


One man should be in charge of 
your rental department. It will be 
his job to check every machine be- 
fore it goes out. He will secure a 
deposit of $10 to $20, depending 
on the value of the equipment, and 
explain the use of the tools to the 
renter, affording an excellent op- 
portunity to sell accessories at the 
same time. Your salesman should 
check each machine upon its return 
for missing or broken parts and 
for general efficiency. 

Although policy has varied with 
dealers interviewed, most require 
the renter to pick up and return 
equipment, thereby avoiding a 
tieup of company vehicles and per- 
sonnel. 

Which tools rent best? This is 
the report of one dealer who does a 
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Courtesy American Floor Surfacing 

Machine Company 

THIS SIGN, rental dealers say, attracts 

more attention than any other single si- 
lent salesman. 
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big rental business: floor sanders, 
disc sanders and belt sanders. 
These bring in more associated 
sales of floor finishes, wax, sealers 
and other sundries than any other 
tools, says this dealer. Demand for 
other equipment followed in this 
order: spray guns, hedge trimmers 
and floor polishers. Generally 
speaking, the best renting seasons 
are spring and fall. 

One midwest dealer, who oper- 








x J 
HAMMER AT 
Drop-forged steel head, Ee o 


heat treated. Well bal- 349 HAND SAW 


anced. 

Heat-treated blade of 
special saw steel. A 
comfortable grip. 





HATCHET 
Drop-forged, high car- 
ag steel head. Hick- 
ory ‘handle. 





STANLEY 
PLIERS BLOCK PLANE 


2% 


Alloy. steel, hardened 
and tempered. Ma- 
chine milled jaws, 
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Adjustable endwise 


and sidewise. Temper- 
ed steel cutter. 7" 


PUTTY 


15¢ 


A high grade putty 
knife with a flexible 
steel blade. Hos a wal- 
nut handle. 


SCREWDRIVER 


29: 


Alloyed steel bar. Pol- 
ished and tempered, 
Hardwood handle. 











HAND TOOLS and accessories are given 
attractive emphasis in newspaper adver- 
lising sponsored by Long-Bell’s store in 


Enid, Okla. 







POWER TOOL DISPLAY (left) is the first thing that catches 
eye as he enters the P. J. Black Lumber Co., 
Cheyenne, Wyo. Packaged tool kits (right) provide good pro- 


the consumer’s 
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recommend 
a oi & select the proper model before 
buying a new tool. 
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INSt LATION TACKERS 
ELECTRIC HEDGE SHEARS 
BLOW TORCHES 
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. 
All rental tools must be picked up and returned | * 
during working hours. No deliveries, no pickups. | $ 
TIME PAYMENT ON NEW OR USED TOOLS! | « 

This department will be ex- 
'e panded as quickly as addition- 

al equipment can be secured. 


Sajusday, 4s Usual, 
Coen Soest be. 7 
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RENTAL TOOLS are given substantial 
newspaper promotion by Mauldin Lum- 


ber & Builders Supply Co., Clovis, N. M. 


ates three stores, said his rental 
equipment brought in $3,500 last 
year. This does not include sand- 
paper, wax and numerous other 
sundries, a very substantial volume 
by itself. 

Another dealer who does a much 
larger volume has these tools to 
rent: floor sander, floor edger, floor 
polisher, disc sander, disc buffer, 
belt sander, spray paint gun, elec- 


motion material and good 
Note how this tool exhibit is combined with a work bench. 
The picture was taken at Gee Lumber Co., Chicago, Il. 





tric sweeper, electric hedge trim- 
mer, electric conveyors, electric ex- 
tension cords, lawn mowers, blow 
torches and asbestos shingle eut- 
ters. Other dealers rent wallpaper 
steamers, electric screw drivers, 
house jacks, calking guns, insula- 
tion tackers, post hole diggers and 
electric putty removers—to name 
the most popular renting items. 


TWO NOTES OF CAUTION 


Two notes of caution to the 
dealer considering the rental field: 


1) Operation of the department 
must be carefully supervised. The 
man in charge must know tools 
as well as how to sell them. 


2) Quality tools are a prerequisite 
for the success of any rental pro- 
gram. Tools that are constantly 
breaking down will not only prove 
a financial loss in themselves, but 
will create ill will. The best policy 
is to rent power tools for a defi- 
nite number of days (100 or so), 
then sell them used. Demand for 
used tools is such that dealers re- 
port a waiting list. 


Dealers who carefully review 
their entire tool merchandising 
program — builders tools, hobby 


power tools and rental tools—will 
somewhere find a market that will 
bear intensified selling. Why not 
make your tool department the de- 
partment with the best net profit 
gain in 1949? 





sales, especially around Christmas. 
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Don’t keep horse and buggy fire insur- 
ance protection. 


PROBABLY no other business ne- 
cessity is so little understood and 
purchased so haphazardly as fire 
insurance. When a_ businessman 
buys fire insurance, he generally 
tucks the policy away without read- 
ing it. Safe in the thought that 
his business is properly insured, as 
a rule he pays no more attention to 
the policy until renewal time. If a 
fire occurs, he may suffer an unex- 
pected loss due to the fact that one 
or more conditions required by law 
to be stipulated in the policy had 
not been fulfilled by his organiza- 
tion, or that some act unintention- 
ally committed had rendered the 
policy void. Many have found, af- 
ter spending considerable sums year 
after year at maximum rates, that 
every necessary advantage was 
available at lower rates, either with 
or without certain adjustments that 
could be made at comparatively lit- 
tle expense. 

Some of the reasons why many 
policyholders are either paying too 
much for adequate protection or 
are not adequately covered are: 


PAYING TOO MUCH 

Over-Insurance. The purpose of 
fire insurance is to reimburse the 
insured for a loss by fire. The 
policy promises to indemnify the 
policyholder to an amount, not ex- 
ceeding the actual value of the prop- 
erty at the time of the loss, limited 
to the sum specified in the policy. 
Because the property owner is in 
a better position to know the value 
of his property, the burden is placed 
upon him for procuring adequate 
insurance. He has nothing to gain 
from over-insurance. The amount 
of protection must be based upon 
the actual replacement value of the 
property at the time the fire occurs. 
That does not mean that an old 
structure should be insured for 
enough to build a brand new struc- 
ture, but it should be enough to 
build a new structure less the de- 
preciation accumulated on the de- 
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You Think 


Better read this story and then check your policies — 
Coverage a year ago doesn’t mean you're still safe today 


stroyed property to the date of the 
fire. Ascertain what the property 
is worth at the time the policy is 
written so that the protection car- 
ried approximates real value. To 
determine accurately the “present 
value,” some concerns obtain from 
accredited sources reports showing 
fluctuations in the prices of build- 
ing construction from year to year 
and they use these figures to de- 
termine the “present value” of 
buildings covered by their policies. 
Periodical adjustments somewhat 
along these lines would save many 
dollars for dealers who are paying 
premiums far in excess of “present 
value,” yet “present value” is all 
that they can collect if the property 
is destroyed by fire. 


PAYING TOO LITTLE 


Under-Insurance. Much money 
is also lost because policyholders 
carry too little insurance. At this 
time, when building materials and 
building labor are scarce and high, 
many policyholders may also be un- 
der-insured when replacement value 
is considered. The dealer who in- 
sured a building for $25,000 in pre- 
war days, when building costs were 
much lower, many find that if he 
experienced a total fire loss that it 
would cost him much more to re- 
place the property than its insured 
value. Dealers should check their 
policies in the light of current 
building costs to see if they are 
carrying enough insurance. Talk 
over the matter with your insur- 
ance agent or counselor. 

In many cases, failure to carry 
sufficient insurance involves co-in- 
surance, Fire insurance premiums 
are generally predicated on the as- 
sumption that policyholders will 
carry a certain percentage of in- 
surance to value, usually around 
80 per cent. Regardless of the loss, 
if the policyholder does not carry 
insurance up to the actual percent- 
age amount of the value of the prop- 
erty, he is a co-insurer for the dif- 


ference that should have been car- 
ried. 

One policyholder reported a big 
loss because the 80 per cent co-in- 
surance clause was not clearly un- 





FIRE! It can strike your yard anytime. 


derstood. His plant was worth 
$100,000. He carried $60,000 insur- 
ance, but should have carried $80,- 
000 or 80 per cent of value. A fire 
caused a $50,000 loss. The policy- 
holder, being insured for $60,000, 
and because the loss was only $50,- 
000, expected to collect $50,000. He 
got $37,500, or three-fourths of 
$50,000 because he had insured for 
only three-fourths of $80,000, the 
necessary 80 per cent of actual 
property value. Had the policy- 
holder carried $80,000, he would 
have collected $80,000 on an $80,000 
loss. With full coverage under an 
80 per cent co-insurance clause, only 
the last 20 per cent of a complete 
loss falls on the insured. 


PERIODICAL CHECK-OVER OF POLICIES 


Periodical check-over of policies en- 
ables the dealer to safeguard his 
interests all the time. A fire insur- 
ance policy is written on the basis 
of conditions prevailing at the time 
it was written. Any change subse- 
quently may render the policy void 
or suspend it while a hazard not cov- 
ered in the policy continues. The 
insurance company should be noti- 
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You're Covered on Fire Insurance 


fied of an increase in hazard and 
written recognition procured. 


CHECK NEW RISKS 

Repairs and alterations to a build- 
ing often render the risk more haz- 
ardous than was contemplated when 
the policy was written. One policy- 
holder sustained a loss through 
working overtime, thus increasing 
the hazard because of the greater 
danger due to overheated machine 
bearings and less strict supervision. 
He was not covered because he had 
not received the insurance com- 
downs for a long period are usually 
pany’s permission to operate. Shut- 
considered an increased fire hazard 
because of less vigilant watchman 
service and reduced efficiency of fire 
fighting equipment. 

To assure an audit of all policies 
at least once yearly, one policyhold- 
er has them expire with his fiscal 
year; thus, the chance of neglect- 
ing policy renewals is slight. It 
fixes undivided attention on fire in- 
surance at one time and tends to 
make the work of inspection thor- 
ough. 


EXTRA EXPENSE 

Obtain Proper Coverage. A deal- 
er who is very careful about getting 
value on other purchases, too often 
buys insurance hit-or-miss, accord- 
ing to price, or from a friend, not 
knowing what he is getting for his 
money. Many policyholders may be 
paying twice for some insurance 
because they bought it piecemeal 
from anyone, resulting in overlap- 
ping coverage between two policies, 
which means paying twice for the 
same thing. In other cases, some 
carry too much insurance stock, too 
little on the building, too much 
equipment, and so forth. In such 
cases, policyholders are paying for 
enough insurance but it is not in 
the right places and they may have 
ily a 50-50 chance of collecting in 
ill if a loss occurs. 
Determine if your policies are 
eligible for supplemental -endorse- 
nent, covering losses from tornado, 
iail, falling trees, explosion, riot, 
ur-craft damage, and so forth, ad- 
ditional features available for a 


oY 
f 


~ 


BuitpInc Propucts MERCHANDISER 


small additional sum, eliminating 
the carrying of separate policies 
at greater expense. If you divide 
your insurance among several 


agents, see that all use the same 
form; then all policies on the same 
property will be on an equal basis, 
should it be necessary to adjust 
a loss. 





It’s a goed idea to check insurance poli- 
cies often. 


SECURE ADEQUATE INFORMATION 

There are so many different 
angles to fire insurance, so many 
different conditions to meet to make 
a policy fit a business, that the 
policyholder can be excused if he 
is not thoroughly conversant with 
the subject. But he can be criti- 
cized for not acquiring the neces- 
sary technical knowledge he lacks 
from other sources. Expert part- 
time assistance, at regular inter- 
vals or when needed, is the safest 
procedure where an insured is du- 
bious about his fire insurance prob- 
lems. The expense is not heavy. 
Agents selling fire insurance also 
give such counsel, but losses have 
occurred where these individuals 
cooperated, mostly due to the fact 
that the policyholders did not fur- 
nish sufficient data to assure ade- 
quate protection and minimum 
rates, because the policyholders did 
not know what information to fur- 
nish. 

Fire Hazards. Many policyhold- 
ers could save money on premiums 
by the removal of fire hazards, or 
the installation of fire preventive 
fire fighting equipment. If every 


lumber dealer would observe and 
follow these ten simple rules, his 
fire insurance premiums could be 
reduced substantially. 


1. KEEP YOUR YARD CLEAN 
AND FREE OF ANY DEBRIS. 
Obvious carelessness in surround- 
ings encourages others to be care- 
less. Hundreds of fires have been 
caused by a promiscuously tossed 
cigarette. 


2. Keep weeds and grass in and 
around yard cleaned out. Dry brush 
is a hazard. If there is danger of 
a prairie fire, plough a fire guard 
around the yard. 


3. Fences and gates should be 
kept in good repair. A lumber yard 
is no place for youngsters to pursue 
their games. 


4. Keep roof in perfect condition. 
Flying embers from a nearby fire 
will lodge under old and curled-up 
shingles. 


5. Have chimneys checked fre- 
quently, both for A-1 condition and 
for accumulated soot. 


6. Set smokepipe to the chimney 
a sufficient distance from the ceil- 
ing, or place fireproof board be- 
tween pipe and ceiling. 

7. Enforce No Smoking rules. 


8. Wiring is most important. 
Usually a No. 14 wire is used, and 
it should never under any circum- 
stances carry more than a 15 am- 
pere fuse or fuses. If a power saw 
is installed in the yard, it should 
be on a separate line, of number 
10 gauge wire or heavier, independ- 
ently fused with fuses set on a por- 
celain block enclosed in a steel case. 
Never under any circumstances in- 
sert a coin back of a burned out 
fuse. 

9. If a yard carries turpentine in 
bulk, there should be a window or 
louvre at the ceiling for ventilation. 
If linseed oil is kept on the prem- 
ises, close attention should be paid 
to oily rags. 

10. Keep fire extinguishers handy. 
When you buy them, be sure you 
buy those with an underwriters 
label. 


from Our Little Newspaper, Wisconsin 
Retail Lumbermen’s Association 
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Dealer-Contractor Cooperation 


Js soee 


Py 


C. O. Fischer, left, 
manager of the Teach- 
out division of Rock 
Island Lumber Co. 





OW A BUILDING materials dealer can tie-in ef- 
fectively on large scale housing projects is being 
demonstrated in Cleveland, Ohio, where the Teachout 
Division of Rock Island Lumber Co. is supplying the 
Bruscino Construction Co. all the basic building ma- 
terials used in its extensive home building projects. 

Teachout Division of Rock Island Lumber Co. won 
second prize in the recent Economy Home Contest 
sponsored by the Ohio Association of Retail Lumber 
Dealers for the best low-cost houses produced by its 
members or through their cooperation. 

Rock Island’s west side yard which is managed by 
C. O. Fischer, supplied the original capital to Alex 
Bruscino, head of the construction concern which has 
built 390 homes since it was organized in 1941. 


Assembly line fabrication is made possible with power equip- 
ment. Precutting and fitting of rafter and wall sections is done 
in a shop 306x60. Fabricated sections are also sold to other 
builders. 





Door and window openings are cut to size in the shop (below), 
saving on-site time and labor. 


Gable ends and wall 
sections (right) are 
mounted on trucks 
and transported di- 
rectly to the job. No 
further work is re- 
quired on the site 
since priming and 
painting are done in 
the shop. 
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Simple precutting and assembly of wall sections and roof trusses 
gives contractor essential elements for five houses per day; 
assembly line shop methods set pattern dealers may follow 


“We feel that his home has qualifications that 
should interest every lumber dealer,”’ says Mr. Fischer. 
“It is a workable plan that can be adapted in any 
locality where some mass housing project can be sup- 
ported.” Mr. Bruscino’s plant does not require the 
capital layout required by prefabricating plants, yet 
can turn out four or five houses per day. 

“We are keen about this method because it gives 
the lumber dealer full control of the distribution of 
materials”, says Mr. Fischer. 

Rock Island is furnishing all basic materials for 
each house job with the exception of heating and 
plumbing, shingles and steel sash. Delivery is made 
direct in carload lots on some items and truckload 
quantities on others. 

The principles utilized in the Bruscino shop can be 
employed by any retail dealer’s shop. Mr. Bruscino 
fabricates the truss rafters and the outside wall 
panels, precuts and assembles the door and window 
sections. Use of power equipment for cutting and 


Roof trusses are rolled out of the shop for truck delivery (be- 
low). As many as 50 houses are under construction at one 
time. Enclosure time is four days, completion time six weeks. 


| 
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Builds 4OO Cleveland Homes 


assembling saves time and labor; otherwise construc- 
tion is the same as any other conventional house job. 
The Bruscino labor setup is so flexible that his work- 
men can be employed either in the shop or on the job, 
depending entirely on need. The shop is currently 
turning out pre-cut sections for four houses per day; 
its capacity is five. 

Although he originally started building two-bed- 
room houses, Mr. Bruscino is now concentrating on a 
three-bedroom design (see floor plan). The base- 
mentless one-floor house is 24x37 and contains a liv- 
ing room, kitchen-dinette, utility room, bath and bed- 
room. Two optional bedrooms can be added to an 
end wing as indicated. The design is FHA approved. 
These homes without lot have been selling for $8,500 
or $9,500 with developed lot. 


Some 150 houses have been sold to other dealers 
by Mr. Bruscino. Although nearly every one of the 
Bruscino homes have sold for under $10,000, sections 
for several $30,000 homes have been fabricated in the 
same plant under the same conditions. 


Labor and Material Costs 


3-Bedroom Expansible House 


Architect ......... $ 10.00 Heating & Tinning.. 380.00 
Asbestos Siding— Insulation ........ 60.00 
Material ........ 135.42 Linoleum ......... 133.10 
Asbestos Siding— Lumber—Finish .... 392.50t 
OS eee 105.00 Lumber—Rough ... 1,226.67 
Bathroom Mason Material 
Accessories ..... 7.50 OS Benen ......5. 292.50 
Building Permit .... 4.50 Painting and 
Carpenter Labor... 980.01 Decorating ..... 530.00* 
Concrete Work.... 68.16 Rough Hardware... 157.00 
Dry Wall—Material. 136.09 Rough and Finish 
Dry Wall—Labor... 196.62 Plumbing ....... 680.00 
Electric Fixtures... . 32.50 Roofing Material... 73.54f 
Electric Wiring. .... 166.50 Steel Windows & 
Excavation & Glazing ........ 205.00 
Rough Grading. . 75.00 eee 7.50 
Finish Hardware... . 43.50 Weatherstripping .. 16.00 
Floor Sanding...... 41.00 Window Shades.... 29.50 
Gas Connection..... 40.00 ene 
Price to other builders. .... eee 


$9500 is retail price including lot, 
{Material sold by Rock Island Lumber Company's Teachout Division 
*Paint but not the decorating 
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Steady flow 
of materials 
from Cleve- 
land lumber 
dealer to 
contractor 
makes pos- 
sible mass 
production 
methods and 
a subdivision 
like this one 
below. 

Floor plan is 
for three- 
bedroom 
home selling 
for $9,500 in- 
cluding lot. 








Fabrication of wall pan- 
els in the shop (above) 
eliminates all scaffold 
work — another time and 
labor saver. Dry wall 
construction (left) is used 
throughout; it is fast and 
a great labor saver. 


Completed three-bedroom 
home (below) sells for 
$9,500 including 50x150 


site. 











Tell Your Manufacture 





rs How You Push Their 


Products 


They not only want to know, 
know; here's how 


SOME MANUFACTURERS feel 
that a lot of their promotional ma- 
terial is just so much wasted ef- 
fort. Either their stuff isn’t used 
or it isn’t used right. 

To keep manufacturers informed 
on how he is promoting their prod- 
ucts, Otto Leiber, Jr., president of 
the Leiber Lumber & Millwork Co., 
Neenah, Wis., occasionally sends 


but it may help you if they do 
one dealer does it 


tear sheets of his newspaper ads to 
his suppliers with a letter like the 
one below. 


Gentlemen: 


In order that you may see 
some of our ads and know the 
effort we are putting behind 
the sale of your product, we 
are going to mail you from 
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time to time some of our ads 
for your inspection. We are 
running a minimum of 90 
inches per week and have 
found the results very pro- 
ductive and we thought you 
would be interested in our ef- 
forts. 


If you have any suggestions 
for improvement we would be 
glad to hear from you at any 
time. We also hope you will 
keep us informed on any new 
advertising matter or litera- 
ture that you have. Kindly 
have your advertising depart- 
ment mail us samples of stuff- 
ers, mats, etc., as fast as they 
are developed. 


We feel that a dealer who 
puts forth merchandising ef- 
forts behind the sale of your 
products should be on a pre- 
ferred list for critical items 
and should get “top position on 
the totem pole” when such 
items are being allotted. 


We feel confident, with your 
kind cooperation such as you 
have given us in the past, we 
can continue to advance and 
give our customers the best 
in lumber and building mate- 
rials at the lowest possible 
cost. 


Sample Ad by Contest 
Winner 


65 per cent of $5,000 budget 
spent by New pee | dealer 
goes to daily and weekly news- 


papers 


SERVICE AND THREE genera- 
tions of experience in planning 
homes are emphasized by Sterner 
Coal and Lumber Co., Belmar, N. J. 
in its consumer advertising that 
won first prize (Class II) last year 
in the public relations contest spon- 
sored by the National Retail Lum- 
ber Dealers Association. 


Sterner’s advertising program 
now handled by an agency was 
evolved after several years of trial 
and error. The advertising budget 
of $5,000 is divided as follows: 
newspapers, dailies and weeklies, 
65 percent; outdoor billboards and 
bus signs, 20 percent; radio, 5 per- 
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|MODERNIZE! 


| With An F. H. A. Title 1 Loan | 


Plus The Services of The Sterner 


Organization In Doing The Work! 








d 
nF. HL A. Tithe 





h spreads the cost 


A NEW ROOF 


tended period with small monthly pay- 


On The Besis of on F. H A. Title 3 
Loon You Con Obtein Money for 

New Roofing, Additional Rooms, 
Screens and Porches, Insulotion, Both- 
room Fixtures, Model Kitchens, Point- 
ing, New Heating Systems, Generel 








NEW FIXTURES 
Repeirs. for kitchen or bathroom 


Distributors 
for Telephones: 
‘blue cool” Selmer 
9-1900 > 


ae 9-1901 
“eiket COAL & LUMBER CO. +10: | 
; Offices end Reteil Store: 12th ond Reilrood Avenues ! 
Yerds: Vith, 12th end Reilreed Avenues, Selmer, N. J. _/ 
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cent; direct mail, 5 percent; novelty 
advertising, 5 percent. 

As noted above, Sterner’s relies 
heavily on newspaper advertising. 
The firm advertises one day each 
week in one daily and two weeklies; 
its ads always run about 30 inches 
and the copy is an institutional- 
selling combination. Sterner’s 
trading area placed it in the 1,000- 
5,000 population class, in the 
NRLDA contest. E. Donald Sterner 
is president of the company. 


“Whose Farm?" Human 
Interest Promotion 


lowa dealer has a newspaper 
feature that attracts attention 
among farmers, his biggest cus- 
tomers 


ONE OF IOWA’S _live-wire 
building material organizations is 
the Lindholm Lumber Co., oper- 
ated by Holger and Joe Lindholm 


Audubon. Fifty percent of the 
Lindholm business comes from 
farmers. 


The Lindholm mystery farm pro- 
‘motion idea has attracted a lot of 
interest. The Lindholms started 
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pAduertising Tdeae 


Here’s what three dealers are doing to pro- 


mote sales and good 


the series with an air view of 
Audubon, a big arrow pointing out 
the Lindholm Lumber Co. Suc- 
ceeding series in the local news- 
paper feature “The Mystery Farm 
of the Week.” 


By calling at the Lindholm 


will at the same time 


Lumber Co., the farmer who iden- 
tifies the picture of his property 
receives an 8x10 enlargement of 
the original picture. All photo- 
graphs are of farms in Audubon 
County, the territory served by 
the Lindholm Lumber Co. 
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WHOSE FARM IS THIS? 


and identify his farm. 
YOUR FARM MAY BE NEXT! 


Mystery Farm. 
Week will appear next week! 





NO. 1 MYSTERY FARM OF THE WEEK 


ong ’ 
tT iad; 355 
ie Pn na , * " res 
+: ts fakes’ Ate 


Above is No. 1 of a series or 
aerial farm pictures which will appear in the Shopper's 
Guide as "The Mystery Farm of tne Week", 
8x10 enlargement of the original picture will be given 
Free to the operator of the above farm if he will call 
at the Lindholm Lumber Co. before Wednesday of next week, 


Guide for the name of the operator of the above No. 1 
And another No. 2 Mystery Farm of the 


YOUR WALLPAPER AND PAINT STORE 


SEE OUR NEW STOCKS NOW. 


LINDHOLM LUMBER CO. 






An attractive 


Watch next week's Shopper's 


It may be your farm. 





HOLGER & JOE 
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place 


for Sellin 


LEE DOUD, JR., left, and F. J. Kin- 
caid, store manager, direct the man- 
agement of the firm. 


BALCONY RUNS ACROSS the front 
of the store. It not only offers an 
opportunity for display (note the mir- 
rors) from main floor level, but the 
baleony itself which is 30 feet wide, 
is used for exhibits of fireplace equip- 
ment, shower stalls, lawn umbrellas 
* and diversified items. 


oY 


UNUSUAL ARCHITECTURAL treat- 
ment in a building materials store is 
expressed in the exterior of the Doud 
Lumber Co., San Jose, Calif. Two dis- 
tinct tiers of plate glass windows are 
separated by a canopy eight feet above 
the ground. The second tier of win- 
dows, brilliantly lighted, makes a 
store-wide showcase for display. These 
second-story high windows are fre- 
quently used for moving displays— 
particularly seasonal items that need 
to be pushed. Brick treatment extends 
15 feet to the right before floor to the 
ceiling windows start. Note marked- 
off spaces for customer parking. 


WAREHOUSE was constructed to per- 
mit the use of mechanical handling 
equipment. Lumber is strapped and 
palletized. Note the racks for careful 
storage of board products, 
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In San Jose, Calif., Doud Lum- pt ! 
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BIRD’S EYE VIEW of the thousands of items stocked by Doud is seen in this store photograph 
taken from the baleony. More emphasis is now being placed on major hardware items. Shelving, 
counters and fixtures were designed by Manager Kincaid and Earl Heple, contractor. 
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News of National Interest from Organized Dealer Groups 








Roundup of Convention News 


WISCONSIN DEALERS 


Majority at convention see 
less business in coming year 


MORE than 50 percent of Wis- 
consin’s building materials dealers 
expect a drop in new residential 
construction this year, Carl S. 
Marty, business analyst for the 
Kimberly-Clark Corp., told the 59th 
annual convention of the Wisconsin 
Retail Lumbermens_ Association 
meeting in Milwaukee Feb. 15-17. 

A survey of Wisconsin dealers, 
Mr. Marty said, disclosed 56 per- 
cent of them anticipating a busi- 
ness decline in the first quarter of 
this year; 10 percent expect an in- 
crease while 34 percent expect 
business to remain on the current 
level. 


3000 ATTEND 


More than 3,000 exhibitors and 
dealers registered for the three-day 
session at which C. K. Arp, presi- 


dent of the association, presided. 
R. E. Nuzum, Nuzum Lumber Co., 
Viroqua, succeeded Mr. Arp as as- 
sociation president and Joseph E. 
Richardson, Richardson Lumber 
Co., Sheboygan Falls, was re- 
elected treasurer. 


A highlight of the first day’s ses- 
sion was a talk entitled “Selling!” 
by Gene Flack, director of adver- 
tising, Sunshine Biscuits, Inc., 
Long Island City, N. Y. 


NORTHUP SPEAKS 


H. R. (Cotton) Northup, execu- 
tive vice president, National Retail 
Lumber Dealers _ Association, 
Washington, D. C., declared that 
“our greatest need is adequate fi- 
nancing in housing” in his talk the 
second day of the convention. Roy 
Wenzlick, real estate analyst, told 
dealers that the bottom of the real 
estate cycle will be reached in 1955 
on the basis of past performance. 





TOP OFFICERS of the Wisconsin Retail Lumbermens Association as they appeared 
at the association’s 59th annual convention at the Milwaukee Auditorium. Left to right, 
Don S. Montgomery, secretary; R. E. Nuzum, Nuzum Lumber Co., Viroqua, newly- 
elected president; C. K. Arp, Home Lumber & Fuel Co., Elkhorn, retiring president; 
Joseph E. Richardson, Richardson Lumber Co., Sheboygan Falls, reelected treasurer. 
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(Details of Mr. Wenzlick’s predic- 
tions 
Sounding Off.) 


Mr. Gates Ferguson, advertising 
manager, The Celotex Co., gave an 
inspirational sales talk at the con- 
cluding luncheon session on Thurs- 
day. 


Social features of the convention 
were the annual Hoo-Hoo Concat 
and floor show and the dinner dance 
and entertainment attended by a 


capacity gathering at Hotel Schroe- 
der. 


EMPLOYEE RELATIONS 


Everyone in business gets 
results through people 


Excerpts from an article in Lumber Land, 
paper of the New York Trade Associa- 
tion, Inc. Mr. Charles W. LaBlanc, the 
author, conducts the course in human 
relations for the Retail Lumber Training 


Course, given by the City College of New 
York. 


TODAY things are being done 
through training which a few 
years ago would have been thought 
impossible. Until recently, for ex- 
ample, it was generally believed 
that salesmen were born and not 
made. It was thought that a man 
either had an inborn talent for 
selling or he didn’t and if he didn’t 
he might better go into other work. 
Today, salesmen are being trained 
who can outsell the old-style sales- 
man who operated on instinct. The 
fields of public relations and labor 
relations which so long operated on 
“hunch” and instinct, are similarly 
becoming trained professions. 


Accomplishments just as sur- 
prising as these are being won in 
other areas of business through 
training. Specifically, I want to de- 
scribe a system that has been devel- 
oped for improving personal rela- 
tions in business. It can best be de- 
scribed as a technique for prevent- 
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PANEL CALLS FOR MEANS TO SPREAD COST SAVING 
INFORMATION 





Panel group which discussed “Research Program on Housing” at Illinois Lumber & 
Material Dealers Association’s annual convention at Chicago. Left to right are Otto 
C. Heyer, Forest Products Laboratory, Madison, Wisc.; G. F. Oman, professor from 
Ohio State University; C. A. Thompson, moderator, Thompson Lumber Co., Cham- 
paign, Ill.; George M. Rapp, John B. Pierce Foundation, Raritan, N. J.; and James 
T. Lendrum, Small Homes Council, Urbana, Ill. The group concluded that research 
should be carried on aggressively to effect further savings in design, use of materials, 
and labor saving methods. A definite need was also indicated to find better ways of 
passing information gained from research along to dealers and builders in the field. 





ing the growth of personal prob- 
lems. There are many types of 
personal relations in _ business: 
there is the retailer-customer re- 
lation, the employer-employee re- 
lation, the buyer-salesman _rela- 
tion, to name a few. The factors 
that enter into any of these are 
intangible and hard to describe. 
They vary with the time and place 
and personality. But a certain tech- 
nique has been developed which is 
highly useful for handling the em- 
ployee relations and which has 
some usefulness for other relations. 
Its importance, of course, reaches 
far beyond the effect on a partic- 
ular employee because, as is well 
said, “everyone in business gets 





FOUNDATIONS FOR GOOD 
EMPLOYEE RELATIONS 


Let each worker know how he is 
doing 
Figure out what you expect of him 
Point out ways to improve 
Give credit when due 
Look for EXTRA or UNUSUAL 
performance 
Tell him while "it's hot." 
Tell people in advance about changes 
that will affect them 
Tell them WHY, if possible 
Set them to accept the change 
Make best use of each person's 
ability 
Look for ability not now being 
used 
Never stand in a man's way 


Cee 
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results through people.” Your busi- 
ness will operate more efficiently 
and more smoothly if all of the 
personal relationships within the 
business are smooth. The goodwill 
of your customers, which you work 
so hard to develop, is created by 
the goodwill of your workers. You 
should never for a minute forget 
this most important of all assets. 
Your every act should be consid- 
ered in the light of its effect on 
the esteem in which your company 
is held, not only by its customers 
but by its employees as well. Poor 
Richard’s “maxim, “An ounce of 
prevention is worth a pound of 
cure” is a good one to bear in 
mind at all times. Problems which 
never arise cannot cause trouble. 

This procedure was developed 
during the war in an effort to elim- 
inate the frictions that slow down 
production. It was tested and re- 
vised many times before it was 
finally cast into the present very 
simplified form. It has worked in 
thousands of instances during the 
war. It can work for you. 

Many people who read this pro- 
cedure, which is printed below, 
notice that it seems extremely ele- 
mentary. They think, “Well, what 
the heck. I know all this already.” 
But ask yourself, if you know it, 
are you putting it into effect? If 
you are, you should stop reading 
right here, for we have nothing to 
tell you. But if you are having any 
difficulties with your personne] or 
customer relations, then you may 
know the right procedure, but you 
are not putting it into effect. 


You'll Know all 

the Building 
Product - 
Answers! 





WHEN YOU GET YOUR 
COPY OF THE 1949 DEALER 
PRODUCTS FILE ISSUE. 


OFF THE PRESS APRIL 9th 


@ WHO MAKES THEM 
@ WHAT THEY ARE 
@ WHAT THEY DO 


@ HOW TO SELL THEM 


PLUS, A WEALTH OF OTHER 
PRODUCT FACTS AND DATA 
YOU WILL USE THE YEAR 
AROUND. 


WATCH FOR IT! 


American Lumberman 
139 N. Clark Street 
Chicago 2, Illinois 


Rush my personal copy of AMERICAN 
LUMBERMAN. Enter my subscription for 
the period checked. 


| Year $3.00—2 Years $5.00—3 Years $7.00 


Position 


NINE ido wea saretwncosebeaanensaehene 


ME evecare 














CUMULATIVE TAXES 


Figures show increased percent 
government adds to cost of home 


In comparing the percentage of 
state, local and federal revenues re- 
quired from our national gross 
product, it is found that 26.7 per 
cent of the dollar value of our gross 
national product was required in 
1946, whereas only 15 per cent was 
required from the total national 
gross product of 1939. 

That means, in effect, that for 
each dollar of national gross prod- 
uct, 15 cents was deposited in gov- 
ernment treasuries in 1939. In 
1947, however, 26.7 per cent of each 
dollar of national gross product 
went to government treasuries. 

Hu,ues built in 1947 reflect this 
percentage increase in the cost of 
government. If it can be assumed 
that in the production, manufac- 
ture and transportation of mate- 
rials for home building and the 
con: .cuction of a home the same 
ave.ige percentage of value finds 
its way into government treasuries, 
thea it can be stated that 26.7 per 
cent of the cost of a house finds 
its way into government treasuries. 

in applying this formula to ana- 
lyst Roy Wenzlick’s five-room brick 
veneer home, on which he has fig- 
uced comparable costs since 1913, 
it .s possible to eliminate that per- 
..atage of increased costs attribut- 
able to the increased percentage 
of national gross product collected 
in government treasuries. 

The latest revenue figures ob- 
tainable are those of 1946 and for 
this reason the Wenzlick house cost 
figures of January 1947 are used 
for comparison. In January 1947 
this house cost $11,472. In October, 
1939, this house cost $5,602. 

If no government revenues were 
required, 26.7 per cent of the 1947 
house cost could be subtracted from 
its total cost of $11,472. This house, 
reflecting no taxes, would cost $8,- 
409 provided all other present day 
costs remained the same. If the 
accrued tax on the overall value 
were on the 1939 basis of 15 per 
cent, then this house would cost, 
today, $9,890. But subtracting $9,- 
890 from the January 1947 cost of 
the house, which was $11,472, it is 
found that $1,580 accounts for the 
increased cost of the house that 
can be attributed to the increased 
percentage taken out of National 
Gross Product by government 
treasuries. 

As $1,580 accounts for all in- 
creases 1n taxes or government rev- 
enues taken at every point during 
the production of materials and 
construction of a house, the per- 
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REAL ESTATE EXPERT EXPECTS LOWER PRICES 





Roy Wenzlick, one of the highlights on many convention programs, here points out 
one of the cycles that affects the retail lumber and building material business. Mr. 
Wenzlick indicates prices will continue down until some time in 1954 or 1955, at which 
time the low point should be reached. Wenzlick’s past prophecies have been exceed. 
ingly accurate, but he himself is at pains to point out government interference can 
upset or at least stall off his present time schedule. 





centage of labor, material and 
other costs and profits that would 
go into government revenues has 
been deducted from the figures 
shown below. 


Inasmuch as the October 1939 
house cost $5,602, and the January 
1947 house cost $11,472, the in- 
creased cost amounts to $5,870, or 
51 per cent of the total cost. 

Here is how the increased taxes, 
labor, materials, profits and other 


costs break down in comparison 
with the overall cost of the 1947 
house, which is $11,472. 


Item Percentage Dollars 
Increased Tawes Cost....00.cccecseccs 13.8% $1580 
Increased Labor Cost (Less Tax)....13.5% 1550 
Increased Materials Cost (Less Tax) ..17.1% 1960 
Increased Profits and Other Costs 

| BER 6.8% 780 





TOTAL INCREASED COSTS........ 51.2% $5870 

Subtracting $5,870 from $11,472, 
equals $5,602, or the Wenzlick esti- 
mated figured cost of the 1939 
house. 





LUMBERMEN IN THE HEADLINES 


CLYDE FULTON, of Charlotte, Mich., 

vice-president of NRLDA. Mr. Fulton. 

when not busy with your association 

affairs, manages the Colborn-Fulton Lum- 
ber company at Charlotte. 
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R. V. PORTER, 1949 president of the 
Northwestern Lumbermen’s Association. 
Mr. Porter’s home town is Oskaloosa, 


Iowa. 
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Growth of FHA in Home Financing-- 
Insured Loans Hit Peak in 1948 


Operations of the Federal Housing Administration 


FHA insuring operations during 1948 were at an all- 
time peak, reaching an overall dollar volume of nearly 
$3.4 billion, nearly twice the previous high in 1947 and 
nearly three times any other year in FHA’s history. 
During the year mortgages on almost 400,000 dwell- 
ings were insured by the FHA, more than two-thirds 
of them on new ones, and the volume of insurance under 
Title I (for repair, alterations and hew small homes) 
exceeded $621 million. Although the volume of mort- 
gage insurance written held to high levels all through 
the year, the application volume in the second half of 
the year was well under the first 6 months, as well as 
the last half of 1947. 

Applications were received by the Federal Housing 
Administration for insurance of mortgages on 584,900 
new and existing dwelling units during 1948, about 
1,300 units short of the all-time record established in 
1947. Applications involving new housing alone—such 
applications are made prior to the start of construction— 
exceeded 371,000 dwelling units during 1948, or about 63 
percent of the total volume for the year. 


The application volume for new units in 1948 was 
down 13 percent from 1947, with the decline occurring 
in the multi-family rental housing category (Section 608). 
A major factor contributing to the decline for the multi- 
family units was the loss in volume occasioned by the 
expiration of statutory authority to issue new commit- 
ments under Section 608 on April 30, 1948—this author- 
ity was reactivated on August 10, 1948. 


Mortgages Recorded 


Despite a dropping off in volume in the late months of 
the year, mortgage recordings in 1948—when returns for 
the entire year are in—will probably be at a record high, 
although only slightly above the previous high in 1947 
when $11.4 billion in mortgages were recorded. However, 
November was the third successive month in 1948 when 
the volume of mortgage recordings was below that for 
the same months of 1947. 

These statistics which cover mortgage recordings of 
$20,000 or less indicate the amount of long term credit 
extended to finance the construction, purchase and repair 
of home properties. 

The cumulative dollar total of mortgage recordings for 
the first 11 months of 1948 was almost $10.7 billion, about 
$260 million more than the same period in 1947. The dol- 
lar volume in 1948 reflects a small increase in average 
mortgage amount since the number of mortgages recorded 
in the first 11 months of the year (2,302,013) was slightly 
less than the number recorded in the first 11 months of 
1947 (2,311,018). 

Savings and loan associations were the most important 
source of mortgage funds, accounting for about 30 per- 
cent of all mortgage loans in the first 11 months of 1948, 
about the same proportion as the year before. However, 
significant shifts were evident in the distribution of 
mortgage loans among other lenders, with increasing 
proportions for insurance companies, mutual banks, and 
individuals, and a decreasing volume for commercial 
banks. 
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MR. AND MRS. V. ORMSBY LYONS, 
co-owners of a small town lumber yard 
that does an all-out job of modern mer- 
chandising. They sell all the materials 
for a building, and supply the labor. 


HE POSTWAR YEARS found 
Mr. and Mrs. Lyons, co-own- 
ers of the Lyons Lumber Company, 
Pleasant Lake, Ind., in the same 
selling spot a lot of other building 
material dealers are in. They had 
all kinds of prospects. They were 
also confronted with all kinds of 
preposterous reasons why many of 
these prospects could not be sold. 


The Lyons could not always sup- 
ply the building material. If they 
could, the plumbing, the hardware, 
or hard materials might turn up in 
short supply to spoil the whole sale. 
Then, in many cases, after the 


The “Lyou 
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Purred 


Loud in 1948 


Country dealer in Indiana ties into a thorough going mer- 

chandising program — sells all products needed to complete 

building, and supplies labor for installation. He doubles 
business in first six months 


prospect had succeeded in rounding 
up all the material, there was no 
labor to install it. The Lyons saw 
many material sales fall by the 
wayside for lack of available labor. 
It was like trying to eat a big Sun- 
day dinner with a knife—a strictly 
inadequate way of doing business 
in the postwar era. 

Consequently, the Lyons plotted 
a basic change in their traditional 
way of doing business. It was a 
practical step based on a plan to 
capture the erring sales and at the 
same time build a broader sales 
field and better customer good will. 
The move was put into effect on 
January 1, 1948. It resulted in a 
doubling of sales for the first six 
months that the plan was in effect. 
Sales have since skyrocketed fur- 
ther. 

Either in the lumber yard, which 
faces on the lake a few hundred 


- feet distant, or in the hardware 


store located on the main street in 
Pleasant Lake, the Lyons carry well 
known brands of lumber, paint, 
cement, hardware, appliances, heat- 
ing units, oil or gas space heaters, 
furnaces, water systems, water 
heaters and softeners, kitchen 
sinks, bathroom equipment, and 
scores of other items needed to 
build new buildings or to remodel 
or repair old ones. 


LABOR SERVICE KEY 


THE key step in the plan that 
broke loose the log jam of backed 
up sales was the Lyons’ decision to 
supply the labor service of installa- 
tion along with the material. It 
was no small move to make. It re- 


quired the hiring of plumbers, 
painters, carpenters, cement men 
and foremen, plus buying trucks 
and equipment for them. But the 
building demands of the farmers, 
plus the desire of the summer lake 





SELLING and installing home water systems is big business with the Lyons Lumber Company. 
Water system sales lead to modernized kitchen and bathroom sales. Lumber company crafts- 
men do the work. Hot water heaters make natural tie-in sale when water systems are installed 
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and houses and cottages are modernized. 
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Hardware 
Floor Coverings 
Household Appliances 
Paint and Wall Paper 
Plumbing 


Spray Painting 
Eaves Troughing 
Oak Flooring 
Storm Sash 
Insulation and 
Installation 





_ Heating 
Wiring Materials 
Do you need a bathroom outfit ~ a new furnace — a new garage or barn 
or house — a new siding job — a roof job — an insulation job? 


Let us supply the materials and do the work. A good job guaranteed. 











MODERN newspaper advertising stresses 

wide variety of products that yard sells, 

plus labor service that makes a complete 
packaged building sale. 


residents to make improvements, 
have kept the crews of men increas- 
ingly busy and others have been 
added. 

In practice, this is how the 
Lyons’ merchandising operation 
works. If a farmer comes in to buy 
material for a new machine shed, 
the list of materials is priced to 
him as a packaged lot sale. Then 
he is told how much the labor will 
be to erect the machine shed ready 
to use. If it is a slack farming 
season, the farmer can work right 
along with Lyons men, and is cred- 
ited for his work. If he is in the 
midst of haying, Lyons men will do 
the job complete. 


SYSTEM AT WORK 


ONE crew digs the trenches and 
runs the footings, foundations, and 
the floors. (One of the Lyons’ 
trucks is equipped with a portable 
cement mixer.) Next, the building 
material is delivered to the site and 
the Lyons’ building materials crew 
of carpenters takes over. When the 
last sash is hung and the last piece 
of roofing nailed down securely, up 
drives the Lyons’ paint truck. The 


ROUNDUP of Lyons’ trucks, above. 

Many are equipped for specialized jobs 

such as plumbing and spray painting. 

One truck (not shown) carries a portable 

cement mixer for foundation and con- 
crete work. 


painter starts up the motor for the 
power sprayer, pours in the specified 
color and grade of paint, and goes 
to work. Before his wife has a 
chance to spend the money for a 
fur coat, the Lyons Lumber Com- 
pany has provided the farmer with 
a building that is ready to use. 
From Lyons’ reputation for using 
quality material and workmanship, 
the farmer knows he will have sat- 
isfactory storage for his machinery 
for years to come. 


Suppose another farmer suc- 
cumbs to family pressure and de- 
cides to put in a water system. Hav- 
ing the labor to do the work, Lyons 
can suggest he might as well put 
in a modern bathroom and kitchen 
at the same time. Lyons’ carpenters 





THIS antiquated house is getting the Lyon’s treatment. Besides all the lumber, nails 
an’ hardware, the Lyons Lumber Companies sold white asbestos shingles, a new roof, 
complete insulation, an addition for a modern kitchen and bath, a water system, septic 
tank and all the appliances and incidentals needed to make a modern home. Lyon’s 
workmen installed the materials for this farmer’s house. The job is packaged, tie-in 
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selling at its best. 

























WELL kept trucks do extra duty as ad- 

vertising media. Drivers and employes 

are trained to give rapid, pleasant service 
and to turn in prospects’ names. 


do the remodeling and make the 
necessary additions. The Lyons’ 
plumber installs the water system 
and the incidental plumbing. All 
the material is sold by Lyons. The 
sale does not hang fire and perhaps 
die because the farmer could not 
find help to do the work. 


WINTERIZING JOBS 


FARMERS are very important per- 
sons in a town that has less than 
500 people. But Lyons’ “one stop” 
shopping idea is also very popular 
with the summer people who have 
lake cottages. They like the idea 
of a package price for remodeling, 
enlarging or winterizing their sum- 
mer homes. It makes for sales hand 
over fist. Lyons, incidently, has 
provided many people with homes 
by winterizing cottages. 


Nearly a year’s experience with 
their new way of doing business 
has shown Mr. and Mrs. Lyons 
there are more advantages than in- 
creased current sales. Outside ap- 
plicators do not have much chance 
outselling an alert local company 
that is on the spot to stand back of 
its material and workmanship. 
Also, customers are not likely to 
comb the countryside for bargain 





97 


prices when they can get all the 
materials plus the installation labor 
right at home. 

Lyons Lumber Company carries 
out an extensive advertising and 
public relations program to further 
capitalize on its outstanding mer- 
chandising methods. 


RADIO COVERAGE 


THE company carries a 15 min- 
ute sportscast over a Fort Wayne 
radio station. Commercials stress 
brand materials and the “one stop” 
service that includes labor. Lyons 
says radio has drawing power but 
must be used consistently once 
started. It is especially effective 
in contacting the city people who 
own summer cottages on the lakes 
around Pleasant Lake. 

Direct mail advertising consists 
mainly of flyers prepared by manu- 
facturers of the nationally adver- 
tised brands that Lyons carries. 


DELIVERIES IMPORTANT 

Lyons looks upon deliveries as 
being very important in building 
sound public relations and cus- 
tomer satisfaction. Drivers as well 
as the workmen out on jobs are 
trained to pass prospects on to the 
office. Minutes are made to count 
on material deliveries. The Lyons 
feel that the new customer is im- 
pressed by fast, efficient deliveries, 
and the old customer is kept satis- 
fied. 

The Lyons do a fine public rela- 
tions job by sponsoring local base- 
ball, basketball and bowling teams. 
This kind of community spirit not 
only spreads the name of Lyons 
Lumber Company but makes grow- 
ing youth conscious of it also. 


FLEET OF SEVEN TRUCKS 


The Lyons’ fleet of seven trucks 
is kept bright and clean. Trucks 
are decorated with the company 
name, the sign of the lion, and the 
company slogan: Strong to serve. 
Some days visitors get the idea 
there is a Lyons’ truck for every 
road in the county. 

And finally display space is taken 
in the local newspapers regularly. 
These ads list products carried and 
suggest numerous jobs the Lyons 
Lumber Company is equipped to 
handle on a package service basis. 

All of which sounds like a big, 
ambitious program for a little coun- 
try yard. It is. And it takes intel- 
ligent, public spirited and friendly 
people to make it work. The Lyons 
are that, and their volume of sales 
attest to the business success such 
qualities bring. 
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Washington State Firm Adds 
New Retail Sales Building 


Aves Millwork, Inc., Yakima, displays 
many of its own products in new store 





INTERESTING USE of structural glass brick features exterior of new building mate- 
rials store opening by Aves Millwork, Inc., Yakima, Wash. 


WITH THE OPENING of a 
new retail building materials sales- 
room, Aves Millwork, Inc., Yakima, 
Wash., has expanded its wide 
range of building supplies to serve 
the consumer as well as the whole- 
saler. 

The exterior of the new sales 
building is white-painted concrete 
blocks. A marquee on the street 
sides of the building and the 
structural glass blocks incorporated 
at the right of the main entrance 
add an interesting architectural 
touch. The entrance is dressed up 
with red brick flower boxes. 

A wide range of building mate- 
rials, including numerous millwork 
units manufactured in the Aves 
plant, are displayed inside the 


MANY OF THE AVES’ MILLWORK products are on display in the company’s new 


salesroom. 


March 12, 1949, AMERICAN LUMBERMAN & 


store. Note the wall partially con- 
structed of structural glass blocks; 
paint products and sundries line the 
opposite wall. Intermediate islands 
are stocked with a wide variety of 
consumer items. 

Entrance to one of the company’s 
warehouses is by a working dem- 
onstration of an overhead garage 
door, well advertised by its letter- 
ing. 

Founded in 1912, Aves Millwork, 
Inc., expanded into one of Yakima’s 
most important woodworking in- 
dustries. The physical layout in- 
cludes four separate buildings, the 
latest being the modern salesroom. 
George Bennett is president of the 
firm and Ross Kinkaid is assistant 
manager and treasurer. 
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Exterior of new addition (left) blends pleasingly with old 
building by use of same hard-pressed smooth fire brick. Fisher’s 
enjoys 160-foot frontage on Main Street, although present build- 
ing occupies but 80. Temporary north wall was erected to 
allow extension of store to full 160 feet if further expansion is 
necessary. 


Doubles Selling Space to 
Serve Customers 


Well-rounded lines offered by Utah dealer 
make his store a “Building Industry Head- 
quarters” 


| Nene TO CHANGING MARKET conditions, 
Fisher’s Bountiful Lumber & Supply Co., the 
oldest retailer of building products in Davis County, 
Utah, recently doubled its sales space to better serve 
its customers. 

Bountiful, the second oldest settlement in Utah, was 
first served (1892) by the Bountiful Lumber & Build- 
ing Association, predecessor of the present concern 
which now does an annual business exceeding $300,000. 

Store sales are departmentalized: lumber (Leon 
Chamberlain) ; plumbing, paint and wallpaper (Alvin 
Parkin) ; builders’ and general hardware (Wayne EF. 
Fisher) ; electric and appliances (Lawrence Briggs). 
The organization is under the management of Thomas 
L. Fisher, president, and Charles A. Larsen, vice- 
president and manager. 

Although the company does no contracting itself, 
almost 50 percent of its sales are to contractors and 
operative builders; 30 percent to urban consumers; 
15 percent to farmers and 10 percent industrial and 
commercial. 

AIDS HOME PROSPECT 

FISHER’S operating philosophy is based on customer 
service, good public relations and insistence on receiv- 
ing and supplying high quality products. In the field 
of consumer relations, this service extends to providing 
Continued on next page 
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Glass-enclosed displays, recessed shelves and platforms are 
used to provide pleasant eye and sales appeal. Wide variety 
of major appliances and dishes encourages feminine trade. Ceil- 
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Counters, islands and fixtures (above) were made by local 
carpenters in Fisher’s own yard. The counters are made in 
30” x 60” units so that platforms, half-high tables and full high 
tables can be coordinated for most effective use. Gift section 
(below) includes many decorative and utility items. This de- 
partment also invites the lady shopper. 






ing. acoustically tiled, is constructed so that it can be removed 
and a second story added without disturbing the present main 
floor. 
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Plumbing and plumbing fixtures (left) help complete Fisher’s program to sell building pack- 
ages to the consumer. Major appliance section (right) featuring nationally-advertised lines 
was added recently. 


building lots for its home building customers at no 
extra cost; assistance in offering plans, helping with 
financing and recommending a contractor for the job. 

A children’s Christmas party is a feature of its pub- 
lic relations program. Open house with three grand 
prizes and a gift for each lady was another feature 
this past year. Group insurance, bonuses and small 
but frequent pay raises combine to keep company 
morale at a high level. Employes are encouraged to 
attend night school classes and training courses spon- 
sored by wholesale and manufacturing concerns. 

New product lines have been added and basic lines 
strengthened as conditions warrant. A complete line 


of name appliances and radios was added within the 
past two years. General hardware, which has proved 
one of the best profit lines, is stimulated by special 
sales. 

Complete records are kept of each day’s business: 
purchases, sales, inventories, expenses, etc. 

Photographs accompanying this article indicate the 
wide variety of merchandise sold at Fisher’s. In addi- 
tion to nationally-advertised lines of general building 
materials and appliances, the display room includes 
plumbing fixtures and supplies, builders’ and general 
hardware, carpenters’ tools, toys, sporting equipment, 
lawn and garden equipment, dishes and gift items. 
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MEMBERS AND GUESTS of Manufacturer-Dealer Coordinat- 
ing Committee who attended meeting at the Drake hotel, Chi- 
cago, February 11 and 12, were as follows: (left to right seated) 
Robert Biggs, Roddis Plywood Corporation, Marshfield, Wis.; 
T. L. O'Gara, Weyerhaeuser Sales Company, St. Paul, Minn.; 
Charles M. Mortenson, executive secretary, Producers’ Council, 
Washington, D. C.; D. S. Miller, Armstrong Cork Company, 
Lancaster, Penn., committee co-chairman representing manu- 
facturers; C. B. Sweet, Long-Bell Lumber Company, Longview. 
Wash., committee co-chairman representing retail dealers; H. R. 
Northup, secretary, NRLDA; Findley Torrence, secretary, Ohio 
Retail Lumbermen’s Association, Xenia, Ohio; Paul DeVille, 
Bartlett Lumber Company, Canton, Ohio. 

Committee members, left to right, standing: Lynn Boyd, 


T ITS SEMI-ANNUAL meet- 
ing held February 11-12 at 
the Drake hotel, Chicago, the Man- 
ufacturer-Dealer Coordinating 
Committee of the Producer’s 
Council, Inc., and the NRLDA took 
definite steps to reach more com- 
plete solution of a number of prob- 
lems confronting the building ma- 
terials industry. 

David S. Miller of the Arm- 
strong Cork Company, co-chairman 
representing manufacturers, called 
attention to the work the commit- 
tee has done so far to promote 
modular construction methods, 
train retail personnel and promote 
public relations. 

Miller then suggested a program 
of six major activities as a basis of 
concrete committee action in the 
months to come. A series of reso- 
lutions were subsequently passed to 
put this program into effect. 

C. B. Sweet of the Long-Bell 
Lumber Company, Longview, 
Wash., served as co-chairman rep- 
resenting retail dealers. 

The program Mr. Miller sug- 
gested is as follows: 

Our purpose in meeting here, of 
course, is to review and evaluate 
what we have accomplished to date 
and to lay plans for joint activity 
in the future. 

As for the future, a tentative 
program of six major activities has 
been proposed for discussion. They 
are as follows: 
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1. Education: An _ integrated 
educational program should be de- 
veloped which takes into considera- 
tion the training of all personnel 
factors having to do with the dis- 
tribution, -fabrication or installa- 
tion of building materials and 
products. 

2. Research: The whole field of 
needed research should be ex- 
plored and recommendations de- 
veloped for participation and imple- 
mentation by both producers and 
distributors. 

A part of the Committee’s work 
should consist of planning for the 
greatest possible benefit to all con- 
cerned from the results of the re- 
search. 

3. Industry Engineering and 
Modular Coordination: The results 
of the Industry Engineered Home 
Program have justified every hour 
of work and dollar of investment 
in this program. These results 
would have been infinitely greater 
if the program had been better in- 
tegrated and coordinated. Our 
Committee can do a vital job in this 
area. 

Further, plans for more and bet- 
ter industry engineering should be 
a part of the Committee’s agenda. 

4. Public Relations Coordina- 
tion: This Committee should study 
all of the public relations efforts of 
the investment factors in the in- 
dustry—manufacturers, wholesal- 
ers, and retailers—and work out a 
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Manufacturer-Dealer Committee 
Outlines Plans 


Lynn Boyd Lumber Company, Pampa, Tex.; Paul Watson of 
NRLDA; W. C. Bell, managing director, Western Retail Lum. 
bermen’s Association, Seattle, Wash.; L. G. Everitt, Long-Bell 
Lumber Company, Kansas City, Mo.; W. E. Zipp, Ceco Steel 
Products Corp., Chicago; A. A. Hood, editor, American Lum. 
berman & Building Products Merchandiser, Chicago; Douglas 
Whitlock, Structural Clay Products Institute, Washington, D. C.; 
R. S. Hammond, Johns-Manville Sales Corp., New York; Rich. 
ard Sawtell, Kimberly-Clark Corp., Neenah, Wis.; Clyde Fulton, 
vice-president, NRLDA, Colburn-Fulton Lumber Co., Charlotte, 
Mich.; R. A. Schaub, Northern Indiana Lumber and Coal Co, 
Whiting, Ind.; David Boone, Zonolite Co., Chicago; Jack Par. 
shall, Building Supply News; Clarence Thompson, Thompson 
Lumber Co., Champaign, III. 


program for coordination and ex- 
pansion of this effort, embracing 
the full use of public relations ma- 
terials at the point where they will 
do the most good, namely, the grass 
roots. 

5. Promotional Integration: The 
Committee should study building 
shows, home planners’ exhibits and 
various types of industry-wide pro- 
motion in an effort to get the great- 
est use of these promotional ideas 
and the greatest value for the dol- 
lar. Committee studies and recom- 
mendations along this line should 
receive the serious consideration of 
the higher-ups who are appropriat- 
ing monies for these promotional 
efforts. 


6. Apprentice Training: The 
shortage of manpower in nearly all 
of the building trades will never be 
cured until the investment factors 
of the industry aggressively under- 
take the initiation and coordination 
of further efforts along this line. 

The Structural Clay Products 
Institute has pointed the way 
specifically. The Committee should 
study what they have done and 
make recommendations to the pro- 
ducers and dealers who are con- 
cerned with the trades other than 
brick laying. 

This type of dealer-manufacturer 
cooperative activity and_ effort, 
given proper leadership, can be of 
the utmost value to both branches 
of the industry. 
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PORTABLE 
POWER 





REG.U.S. PAT. OFF. 


Extra Profits Walk by Your 
Door Every Day You are with- 
out Mall Portable Power Tools 


Carpenters, Contractors, Farmers, Home Owners, Hobbyists. 
Builders, Institutions, Factories — your customers — are all buy- 
ing and using Mall Portable Power Tools. You sell the lumber, 
you can sell the tools — we will tell you how without cost or 
obligation. Write at once for our complete catalog of Mall Port- 
able Power Tools and The Mall Deal for Lumber Dealers, and 


get in on this quick-profit business. 










Model 60 
ELECTRIC 


REG. U.S. PAT. OFF. 


6" Blade 
2" Capacity 


Cuts everything from 
wood to steel. Cross-cuts, 
rips, angle-cuts rough or 

s dressed lumber, grooves 
mortar joints, cuts and scores tile, concrete and other aggregate 
compositions. New attachment provides for depth and bevel cuts 
to 45 degrees. When mounted in the sturdy, all-metal MallSaw 
Stand, it serves as a table saw, complete with rip fence and miter 
guide. Other attachments equip it as a shaper, sander, grinder 
or wire brush. Other MallSaws with 2144, 2%, 33¢, 41-inch 
capacities. 


Model 
381 — 3" 2 ~~ 
ELECTRIC ees 


Will drill holes up to %-inch in steel, masonry and concrete 
using %-inch bit with %-inch shank, 1 inch in wood. It can be 
converted to a sander, polisher, wire brush, grinder by simply 
changing attachments. When mounted in the MallDrill Stand, 
it becomes a drill press. When anchored in the new Mall Ped- 
estal Assembly, equipped with tail stock, steady rest and table, 
it serves as a lathe, sanding table, general grinder, tool and knife 
sharpener, paint stirrer and other tools. Other MallDrills with 
capacities from 4” to 14”. 


Also Mall Door Lock Mortiser, Mall Surface Plane and One-man 
Electric Chain Saw. 
Address Power Tool Division 


MALL TOOL COMPANY 
7733 South Chicago Ave. Chicago 19, Illinois 
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MR. EISENHOWER The other day when we were 
WRITES A LETTER! °Pomng our mail there was a 


personal letter from the Gen- 
eral. Three full pages, too! 
Flatteringly taking us by the hand and letting us in 
on all kinds of amusing and interesting things about 
his new “job” as President of Columbia University. 
It was both warm-hearted and genuine: humorous 
and very human... the kind of letter that left us 
with a glow of good feeling and brotherly love for the 
man who wrote it, and the organization he was “sell- 
ing.” 

Though we know sooner or later it’s going to cost 
us money, Mr. Eisenhower has renewed our interest 
in his “organization” despite our interest in our own 
pocketbooks. Moreover, he did the whole thing with 
such charm and humor, we can’t help feeling amused 
at finding ourselves so disarmed. Why not blitz your 
customers with the same technique! 





DO AS THE —— up - your first alge a 

make each recipient take notice 
GENERAL DID! by tacking on a sentence casually 
oe 


remarking that “this is the first 
of three letters” you are planning to write him. 

To be singled out by the President of a company 
for not one but three letters is a delightful experi- 
ence. It verifies one’s pleasant esteem for one’s self. 
It also gets talked about—all over town. 


TOP-COMMAND The success of your “Open Let- 

ters to the Public’ depends on 
STRATEGY: your ability to put your pros- 
pect’s self-interests above your 
own; for this is no ordinary direct mail your custom- 
ers are to receive. This is a magnetic campaign to 
better your relations with your public. Shape your 
letters primarily to interest, amuse, entertain and in- 
form your customers—and you’ll melt down sales re- 
sistance without appearing to sell. Tell your story 
with the same sincerity and informality you address 
your close personal friends. 

Below are the basic elements of a successful cam- 
paign. Most of the elements the far-sighted dealer 
will also appropriate to his weekly newspaper adver- 
tising campaign. 





MAJOR INGREDIENTS For. “magnetic attrac- 
— MIX WELL! tion’ —a generous 


peppering of true, 
happy-ending stories 
jam-packed with warmth and human-interest. How 
you recently “expanded” a cramped house to make 
way for the “new arrival.” P. S. Mother and House 
are doing fine. Likewise Junior. Or how you enabled 
a dear old couple to hang onto their lifetime home 





By Norm Advertising, Inc., New York, N. Y. 
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Profit Making Forum 


by remodeling the attic into an income-producing 
apartment to eke out their shrinking pension. 

To increase readership and sustain it—recount 
some of the more humorous and eccentric requests 
you’ve run into in trying to keep all your customers 
happy. 

Again, to build reader-interest and at the same 
time build greater confidence and trust in your yard— 
relate some of the things you have to guard against 
constantly. Keeping over-enthusiastic couples from 
biting off more than they can chew financially, for 
instance. 

To create deeper public understanding and sym- 
pathy on your behalf—state frankly some of your 
problems in running your yard first and foremost to 
serve the public. Causes of high building and renova- 
tion costs beyond your control, for instance. Ways 
you have endeavored to lower your overhead to save 
your customers money. New or contemplated serv- 
ices to meet new and growing customer-needs, over- 
come past dissatisfactions. 


DON’T LEAVE This is one of your biggest and 
OUT T F est chances to correct wide- 

T THIS! spread public misconceptions 
PRR ORS oY 


about your function as lumber 
dealer to the community. So get in a few good 
strokes in each letter. Pleasant. But to the point. 

For example, how surprised Mr. Newlywed was to 
discover he could leave all modernization financing to 
you instead of having to consult his bank or a savings 
and loan association—an established service you have 
been rendering for the past nine years . . . one 9,097 
people took advantage of in 1948, alone. 


DO'S, DON‘TS Don’t relax your regular news- 

., paper ad campaign during the 
AND RETURNS! three-letter campaign outlined 
AROSE 95 REIN 


above! This is the time to run 
your hardest-selling ads. First, because your news- 
paper insertions are the lifeline of your advertising 
campaign and any interruption in insertions lessens 
the pulling power of all your promotions. Second, 
because these Letters-from-the-President are not 
product sales letters but public relations letters, de- 
signed to sell your organization as a whole by ham- 
mering home the so-called intangibles of a good busi- 
ness relationship—keen personal interest in the pros- 
pect’s individual problems; sincere friendliness; 
genuinely courteous service; integrity; a receptivity to 
new and better ideas. 

Third, your “Open Letters to the Public” are like an 
introductory offer, or a renewal of friendship, in the 
case of old customers. ... “This is what we’re like. 
Won’t you come in so we can get better acquainted?” 

Fourth, for best results your letters should go out 
three weeks apart—time to let everything you mention 
sink in; time to let them make a dent and get talked 
about all over town; time for curiosity to build up, re- 
garding the contents of your next letter. 
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te PERMA GLAZE works fast... stays put. Ship or move to stock 
straight from production. 


r No priming, no reglazing. The job is fast and complete the FIRST 
time with PERMA GLAZE. 


* Tough, fast setting outer surface protects soft adhesive bond, 
insures permanent glazing seal. 


* Laboratory controlled in production, PERMA GLAZE remains 
resilient, unaffected by climatic changes. It does not crack or check. 


> 4 PERMA GLAZE remains in suspension in storage, ready for use 
instantly. No reworking necessary. 


* Custom designed to speed production, eliminate glazing problems, 
PERMA GLAZE is better for any job, any time, any place. 


A small i 


FOR 


THE 
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PURCHASE IN UNITS 


moderate stock of every style and size 
of FLETCHER Wood Scrapers. An at- 
tractive display is furnished with each 
unit, and each unit is priced to give 
you a bonus profit. 


370 SOUTH ST. 
















A steadily increasing de- 
mand for FLETCHER Wood 
Scrapers indicates their in- 
creasing popularity. Begin 
stocking these fast moving 

tools by purchasing the Units 

illustrated below. 

















Selling extra blades means 
many repeat sales. Our “blade- 
book” method of packaging auto- 
matically increases the amount 
of blades sales. Ask your jobber 
salesman about these. 















nvestment will provide a 














RESALE OR FOR YOUR OWN USE... 
STOCK THE FLETCHER 


GLASS CUTTER 


FLETCHER-TERRY CO. 


FORESTVILLE, CONN. 
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HOUSING HYSTERIA AT ITS 
WORST 


The demand for housing relief was 
as vociferous in Minneapolis as in any 
city of the country. The cry: “Why 
doesn’t the city, or the government, 
do something?” Ambitious politicians 
were. all for the idea and said so on 
every possible occasion. Private en- 
terprise was doing its best to supply 
the demand despite shortages and la- 
bor. Building codes prevented several 
prefab methods and some new mate- 
rials from being used. Finally the 
government and the city sponsored a 
Quonset hut settlement. The govern- 
ment held title. The city managed 
the project. Recently three little 
children were burned to death when 
fire started in one of the huts. There 
was but one exit door instead of two 
as required by the building code. Now 
the city is being sued for a substan- 
tial sum. When politics are mixed 
with the inefficiencies and red tape 
of government, the end results are 
sad indeed. 


Despite the almost unbelievable 
reports of red tape and in- 
efficiency released by the 
Hoover Commission, the gov- 
ernment is willing and anxious 
to show the housing industry 
how to do things. 


"BUGS" OR PRODUCT 


If private enterprise can’t do it, 
you can rest assured that the govern- 
ment won’t be able to do it efficiently 
or economically. In a previous issue 
of the CLINIC we commented at con- 
siderable length on the Lustron home. 
We had just heard one of the com- 
pany’s representatives make an im- 
pressive talk concerning the virtues 
of the house. A friend of ours reports 
he has critically examined the home 
and found it _ satisfactory. We 
wouldn’t know as we have not seen it. 
Even if it is, it is probably true the 
manufacturers will encounter many 
production “bugs” before they get the 
houses rolling out at the rate of one 
every eight minutes by April 1 as the 
schedule calls for. Nothing strange 
about that, however. Nobody ever 
produced anything without encounter- 
ing plenty of bugs. Only question is 
whether the bugs or the product 
comes out on top. 
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* * 


Housing is a tough proposi- 
tion as far as factoryized pro- 
duction is concerned. 


BYRNE SAYS "NEVER AGAIN!" 


In a recent issue of the Wall Street 
Journal we came across an interest- 
ing article concerning the “Henry 
Fords of Housing” and the troubles 
they encountered when they set up 
assembly lines and prepared to do on 
the building site what prefabricators 
had been unable to do in the factory. 

One of the largest was the Byrne 
Organization which started a 1,100 
house project outside of Baltimore in 
1946. Price at the beginning was 
$6,950. When the company stopped 
its program, after erecting its 1,013th 
unit, the minimum cost was $10,700 
and that did not include a profit. At 
the time the article was written, sev- 
eral hundred of the Byrne houses 
were still unsold. 


* * 


WHAT LICKED BYRNE 


“We won’t touch a housing project 
again with a ten-foot pole, unless it’s 
on a straight-fee basis and someone 
else is taking the risk,” John E. 
Byrne, Sr. is quoted as saying. “We 
could fabricate a roof on the assem- 
bly line for less than it could be done 
in the field, but the cost of getting 
that roof from the assembly line to 
the house site ate up all the savings. 
We had to have a huge crane to lift 
the roof from the construction line to 
the truck, and another one at the 
site to move it from the truck to the 
house. Each crane required an opera- 
tor, an oiler and a rigger. And if we 
had a muddy day, they’d stand around 
idle at full pay.” 


* * * 


What works in producing au- 
tomobiles on an assembly line 
doesn’t necessarily work in 
building houses. 


NO WORK, NO PAY 


Builder Byrne put his finger on one 
of the chief difficulties in his project 
when he pointed out that overhead 
continued regardless of whether 
workmen were idle or not. This is a 
situation that doesn’t worry the small 
builder. When he can’t build (because 


CLINIC 


by R.E.S. 


of weather, shortage of materials or 
any other reason) his overhead stops, 
He doesn’t pay his men when they 
are not working. That of course is a 
big help. 


Gains cannot be offset by losses 
from another direction if the 
end result is to be satisfactory. 


MRS. ROSENMAN WAS RIGHT 


At Life Magazine’s Housing Round 
Table, Mrs. Samuel I. Rosenman, for- 
mer chairman, National Committee 
on Housing, said: “The small builder 
starts with the advantage of low 
overhead—perhaps an office in his hat 
or in his front parlor with the wife 
taking the phone messages. Experi- 
ence has shown that these little build- 
ers can usually undercut the cost of 
big builders. Since the vast majority 
of homes are built in smaller com- 
munities, which cannot absorb large 
building operations, the small build- 
er is a strategic fellow to help in this 
drive to cut housing costs.” 


* * * 


Small builders now make use 
of much power equipment on 
the job which reduces greatly 
the cost of hand labor. 


SOUNDS SENSIBLE 


What the small builder needs, ac- 
cording to Mrs. Rosenman, is help 
from the local dealer, who should 
provide him with a kind of assembly 
line by offering more precut parts and 
“module units.” “The individual 
builder should not have to handle 
each one of the 30,000 parts that go 
into the traditional detached house of 
average size. As many as _ possible 
should be delivered to him as- 
sembled.” 

* %* 


EVOLUTIONARY TREND 


The evolutionary trend toward more 
precut materials, larger house parts 
and factory-made sections is well ad- 
vanced and will, no doubt, be accel- 
erated. And why not? There is no 
sound reason why more and more 
housing parts should not come to the 
building site ready for quick, econom- 
ical assembling. This trend holds as 
much promise for quicker construc- 
tion and lower final costs as any de- 
velopment that has taken place. 
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COMPLETE DOOR UNITS 
ARE NOW AVAILABLE IN 


4 SIZES 


WITH WOOD OR ALUMINUM DOORS 


@ Here’s the way to give home owners the extra 
convenience of overhead garage doors at sur- 
prisingly low cost. Use “Over-the-Top” Com- 
plete Units, with wood or aluminum doors. 
They'll fit any building budget and specifica- 


tions; styled for today’s architecture. These 
Frantz Units come complete with hardware and 
are prefitted . . . even bolt holes are bored. 
They require only 2” of headroom; door is car- 
ried completely in, out of the weather. Alumi- 
num door units offer light, sturdy construction, 
plus ‘“‘Over-the-Top” smooth, trouble-free oper- 
ation, Write today for full details. 


FRANTZ 





GUARANTEED BUILDERS HARDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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It’s the STAPL-ON, amazing new 
hammer stapler that does any job 
tacks and hammer can do with 





...drives home SIX sturdy staples in 
the time it takes to put in ONE tack 
the old way...which means 
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because your customers can’t afford 
NOT to do their tacking jobs this time- 
saving, money-saving way... bringing 


w PROFITS 


to YOU on this wonderful, all-purpose 
tacking tool that looks right, that’s 
built right, that’s PRICED RIGHT! 


WEIGHT DOES THE WORK 
Drives 20 staples in 5 seconds. ..because 
perfectly balanced weighted head of 
STAPL-ON takes 90% of the man-power 
out of tacking...automatically feeds 
staples at machine gun speed. Easily 
loaded with 140—50 guage 34” shear 
point staples in 10 seconds... built of 
steel to take a beating, give uninterrupted 
service. 


; me 
t 
$ 
Hf 





INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 


107 











Products .... Sales Aids .... Literature 
SEND FOR THESE: 





“Penta”, Monsanto’s powerful wood 
preservative for poles and cross arms 
is explained and fully illustrated in a 
16-page booklet. Properly treated, 
penta-protected wood is resistant to 
wood rot, termite and wood boring in- 
sects. Write Monsanto Chemical Com- 
pany, Dept. AL&BPM, St. Louis 4, 
Mo. 


Clear Span Teco Trussed Rafters in 
Modern Home Planning is the title of 
an eight page booklet showing the 
economies in small home construction 
through the use of trussed rafters 
that eliminate interior bearing parti- 
tions. Dealers may secure compli- 
mentary copies for spring sales pro- 
motion work by addressing the Tim- 
ber Engineering Company, Dept. 
AL&BPM, 1319—18th St. N. W., 
Washington 6, D. C. 


“Color Conditioning” by Du Pont, 
is a portfolio of color selections based 
on many years of research and prac- 
tical experience. Much time and care 
was spent in their selection in order 
to insure the greatest number of 
functional benefits from each color of 
Du Pont paint. “Color Conditioning” 
literature is available for homes, 
stores, hospitals, schools, offices, 
apartments, restaurants, etc. Write 
E. I. Du Pont De Nemours & Co., 
Inc., Dept. AL&BPM, Wilmington 98, 
Del. 


“Lite’n’tite”, the new window units 
by Gregg & Son, Inc., individually 
packed and ready to install, are de- 
scribed in a special booklet available 
with dealer’s price list. Numerous 
millwork products, also packaged for 
convenience, are illustrated in a gen- 
eral Gregg folder. Write for a copy 
of “Happy Days Are Here Again” 
including modular or New England 
size window blinds, door blinds, en- 
trances, corner cabinets, sectional kit- 
chen cabinets, panel-type cupboard 
doors, half circle wood louvres. Gregg 
& Son, Inc., Dept. AL&BPM, Nashua, 
N. H. 


Holmes Mfg. Co., manufacturers 
of overhead garage door hardware, 
has announced a new bulletin de- 
scribing Holmes pivot type and 
Holmes jamb type hardware for 
residential and light commercial 
doors. The Lo-Headroom set is 
shown which operates in 3%” of 
overhead clearance ideal for garages 
under garage apartments and other 
tight installations. Installation de- 
tails and a schedule indicating over- 
head-clearance for the various types 
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of hardware are included. Write 
Holmes Mfg. Co., Dept. AL&BPM, 
211 N. Madison Ave., Los Angeles 4, 
Calif. 


Two building materials that were 
“wartime casualties” are back on ac- 
tive duty again. National Gypsum 
Company plants are now turning out 
Gold Bond foil-backed gypsum lath 
and Gold Bond grain board. Both 
products have been improved over 
their prewar standards. Write Na- 
tional Gypsum Company, Dept. AL&- 
BPM, Buffalo 2, N. Y. 


PREVIEWS: 


A completely new portable electric 
sander is now in production. De- 
signed for refinishing, general main- 
tenance and factory production work 
it can be used to sand wood, metal, 
plastic or composition. Use it to pre- 
pare wood or metal surfaces for 
paint, to sand undercoats and to rub 
or polish final coats of varnish or 
lacquer. Use it on flat or curved 
surfaces for dry or wet sanding— 
weighs only 4% lbs. Write Sterling 
Tool Products Co., Dept. AL&BPM, 
1340 Milwaukee Ave., Chicago 22, IIl. 





Newest entry into the home rental 
equipment field is the lightweight rug 
and carpet shampoo equipment intro- 
duced by Clarke Sanding Machine 
Company. Equipment consists of a 
self-contained shampooing machine 
and a vacuum pick-up to remove the 
dirt-laden foam. A _ special, safe 
emulsion concentrate cleaning fluid 
has also been formulated. Write 
Clarke Sanding Machine Company, 
Dept. AL&BPM, Muskegon, Mich. 


A highlight of Lumite’s exhibit at 
home and trade shows will be the 
company’s new display and merchan- 
dising rack which has facilities for 
displaying, measuring and dispensing 
the six most popular widths, and has 
storage space for six additional rolls. 
Also shown will be either the Lumite 
thumper or sprinkler. The Lumite 
thumper is a metal bell test device 
demonstrating the high tensile 
strength of the screening under con- 
tinuous impact. A five-pound metal 
bell is pounded in a framed section of 
the plastic screening which has a ten- 
sile strength as high as 40,000 lbs. 
per square inch. The sprinkler dem- 
onstrates by a continuous water 
spray that Lumite will never rust, 
corrode or cause ugly staining. Write 
Lumite Division of Chicopee Manu- 
facturing Corp., 47 Worth St., New 
York 13, N. Y. 


New Floor Paint Primes, Seals, 
Paints in One Coat 


Flor-Ceal, a new floor paint as a 
result of the latest developments in 
paint chemistry, primes .. . seals 
... paints and protects both in- 
terior and exterior surfaces—in 
one coat ... one operation. Ac- 
cording to the manufacturer, it has 
been successfully handled by more 
than 1,400 dealers in 30 states. 
These dealers report sales to home- 
owners for the protection of in- 
terior wood floors, linoleums, base- 
ment concrete surfaces, garages 
and outdoor porches. Many large 
industrial concerns also protect 
their floors with Flor-Ceal. Up to 
Jan, 6, 1949, the company placed 
1,135,311 lines of Flor-Ceal adver- 
tising in newspapers in more than 





900 cities and supplied its dealers 
with a tested direct mail campaign, 
powerful store displays and color 
charts. Write Flor-Ceal Division, 
Builders Products, Dept. AL&BPM, 
500 N. Dearborn St., Chicago 10, 
Tl. 


Home Building School Has 
Merchandising Plan for Dealers 


A Chicago Trade School has an- 
nounced a new merchandising plan 
to introduce its course in Home- 
Building Methods through regular 
building supply channels, just as 
paint, wall board or any other 
building product would be _ intro- 
duced. The merchandising angle is 
simple. It consists merely of an 
attractive counter card with a pic- 
ture of a Dutch Colonial house, and 
an envelope containing small “Take 
One” folders for the passer-by to 
pick up and carry away. The folder 
explains that there is now available 
a practical home-study course in 
home-building. It is said that by 
following the course the prospect 
can undertake to build for himself, 
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“TS NEW! 


And available now! 


7 ae 


2 
TESTED! 


by 40 years of experience / 


WEATHER-LOK/ 


Instantly installed, the Dixon Weather-Lok Window 
Unit eliminates on-the-job construction . . . cuts 
work and time in fitting windows and frames. 


PRECISION BUILT—of sturdy, kiln-dried Ponde- 
rosa pine. Chemically treated to resist weather, 
wear, and termites. 


ADAPTABLE—with a minimum of change, it may 
be used for frame, veneer, or solid masonry 
buildings. 


CUTS COST—not only in installation, but you 
save money by buying at the lowest possible price 
—possible only because the manufacturer owns 
and controls his operations from timber to milling. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 
GRANT sxe GRANT DIXON,JR. HAL R. DIXON 


PRESIDENT VICE-PRESIDENT TREAS- MANAGER, 


For Full Information about Weather-Lok Units 
Write or Wire 


JOHN H. MEARS, Inc. 
Baltimore 30, Maryland 


ELLIS GLAZING CO. 
Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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WHAT THEY SAY 
about 
Midaulili 


the 100% concealed sash balance 





‘I 
Q = | : : 
THE ARCHITECT “Thanks to Hidalift 


Sash Balances, I’m free to design the architecturally 








beautiful windows with slim mullion jambs, so needed 


in modern home design.” 


<A THE BUILDER 


OF “Any saving in installation costs enables 





me to give more real value in every house I build... 
and Hidalifts do cut installation costs and time.” 


7 ¢ 


$75 AeA. :~ é — = . 4 
72 i, = ALLS teed reg AO ag 
: PTHE HOMEOWNERS “We're building 


for permanence, and the lifetime wear feature of 





Hidalift Sash Balances is just as important as the 


lifetime ease of operation.” 


®@ These are the features that 
make HIDALIFT popular all along the line. 
e Better Architectural Design ¢ Lifetime Wear 
¢ No Sash Cords to Break 
© Self centering Follower 
e Eliminates Sash Weights 
¢ No drafty Sash Weight Boxes 


(Hidalift exceeds minimum FHA requirements) 


e Easy Tensioning 
e Dustproof Springs 
e Easy Installation 











WRITE FOR our illustrated 
folder which includes all instal- 
lation details and lists sizes and 
specifications on Hidalift for all 
standard sash. Use coupon below 
or your own letterhead. 


& _=—<- Stalin Our Second Cenltiry 


HIDALIFT DIVISION-THE TURNER & SEYMOUR MFG. CO., 
TORRINGTON, CONN. 
Gentlemen: 

[]_ Send complete literature and prices on Hidalift 


oO Send sample Hidalift 

oO Send name of nearest distributor 
UNNUIIEE. . <ivscccnnsctevacnesevceoranscononensnepeenanbennbecvees 
ADDRESS .......... 
CITY ZONE STATE 
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learn about remodeling, or at least, 
learn the basic facts about building 
so that he will know what to look 
for when he sets out to buy a 
house. The folder contains a cou- 
pon with a space for the dealer’s 
name. By returning the coupon, 
the prospect receives a copy of a 
22 page catalog, complete with date 
and illustrations. If he decides to 
take the course, the cooperating 
dealer is compensated with a $5.00 
commission check. Write Commer- 
cial Trades Institute, Dept. AL&- 
BPM, 1400 Greenleaf Ave., Chi- 
cago 26, Ill. 


Awning-Type Wood Window 


An awning type window, mark- 
eted for use in light and heavy con- 
struction, has a patented mechan- 
ism which lowers each vent from 
the top as it opens outward. This 
provides 100% controlled ventila- 
tion, draft-free air circulation. 
Complete adjustment of the vents 
permits the directing of fresh air 
intake and exhausts stale air with- 
out causing drafts. The window is 
easily operated by means of a crank 
inserted below the stool and win- 
dows may be opened only a frac- 
tion of an inch or a full 85 degrees. 


and windows are easily 


Vertical 


fitting St., Chicago 6, Il. 


results in 
labor. "Speed Clinch" Fasteners 
This Super-Vent window is made 
of wood sash and frame completely 
at the mill. 

bronze channels are used 
jamb for smoother metal-on-metal 
Individual adjustment 
assure tight 


in the 




















































allow compensation against warp- 
put on the inside, from the inside. age. Write Super-Vent Company, 


This feature eliminates the need Dept. AL&BPM, 303 W. Monroe 


Speed Clinch fasteners now are 
being marketed by Tinnerman to 
building supply jobbers in cans of 
2000 units each, and in cartons of 
12 cans. The fastener is used in 
applying asbestos cement siding to 
closing and gypsum sheathing. A _ two-headed 








two ot our 


men. We feel, however; that our skilled workers are 
about the best sales help we can offer any customer. 
For their experience and knowledge builds quality 
into all the products that come from the mills of 
Tarter, Webster & Johnson—quality that builds your 
reputation because it enables your dealers to find a 
ready market and repeat sales for the lumber, mold- 
ing, doors and cut stock you get from us. 


We have the resources and facilities to back up the 
skill of our employees, too. Our stands of timber in 
the high Sierras are cut scientifically to provide a 
yield of high-quality Pine and Fir over the years— 
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best salesmen! 


These expert fallers may not look the part of sales- 






our mills and facilities are constantly expanding. 
All this is at your service. 


TARTER, 


WEBSTER 


& JOHNSON, Inc. 


No. 1 Montgomery St., San Francisco, Calif. 


P. O. Box 1731, Stockton, Calif. 


PONDEROSA PINE 


DOORS @ MOLDINGS 
PLYWOOD e@ CUT STOCK 
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No business, large or small, can afford 


to have dollars leaking out of the cash 
register. Your dollars are lost if your inven- 
tory of building materials is too large . . . if 
your inventory doesn’t turn over fast enough 
. .. if you lose customers because items are 
out-of-stock, 

Here is a sensible suggestion: Let our ware- 
house be your “stock room.” Order what you 
need, when you need it and as much as you 
need. 

DOUGLAS FIR PLYWOOD 
HARDWOOD PLYWOOD 


Johns-Manville Products such as 
Flexboard 
Transite 
Transitop 
Asphalt Shingles, Roofing 
Asbestos Roofing, Shingles 
Rock Wool Insulation 
Insulation Board 


Metal Louvers Heatilators 
Tylac Upson Board 
Chromedge Metal Mouldings 

Laux Products Roof Putty, Coatings 


“Our stock is as close to you as your tele- 
phone”! Call Garfield 4433 or write for our 
latest price list. 


INDIANAPOLIS PLYWOOD CORP. 


1300 BEECHER ST., INDIANAPOLIS 7, IND. GARFIELD 4433 





Elliott Paint and Varnish Co. 

















1ST. & COLUMBIA STS. LAFAYETTE, IND. PHONE 2345 i 4525 Fifth Ave., Chicago 24, Ill., Dept. L. | 
I Gentlemen: . : \ 
0 H | 0 V A L lL 7 Y Please send me full information on 
7 i (] White Veneer C Elliott Uni-Tex } 
1C PLYWOOD CO. O Rub-R-Bond CO] Elliott Deeptone ' 
, VINE AT SPRING GROVE I Name 
; 
if. ‘ CINCINNATI, OHIO ] Address 
WOODBURN 9280 f City Zone State — ' 








MANUFACTURED EXCLUSIVELY BY 


Ellictt Paint x Varnish Gc 


4525 FIFTH AVENUE, CHICAGO 24, ILLINOIS 
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nail-like fastener that spreads at 
the base as it is driven with the 
hammer, the Speed Clinch provides 
positive anchorage in either single 
or laminated sections of the sheath- 
ing. Clinching action is entirely 
automatic. Once applied, the sid- 
ing cannot loosen, regardless of 
weather conditions or vibration. 
Speed Clinch fasteners are made of 
steel wire to exacting specifications, 
and are cadmium plated to resist 
corrosion. Write Tinnerman Prod- 
ucts, Inc., Dept. AL&BPM, 2035 
Fulton Road, Cleveland 13, Ohio. 


Testmaster Drying Oven 


The Testmaster is reported to be - 


the only testing oven that is de- 
signed specifically for wood mois- 
ture content determinations. Be- 
ing built for this specific purpose, 
it is low in cost and long in service 
life, compared to all-purpose labora- 
tory ovens. The Testmaster is au- 
tomatically controlled to regulate 
the proper 212-221°F temperature. 
Its heating units are finned, giving 
rapid and uniform heat distribu- 
tion. It is fire-safe because the 
heaters are totally enclosed and 
the oven is asbestos insulated. With 
ample capacity for a large number 





of samples at one time, the Test- 
master has an exceptionally fast 
drying rate. This drying rate can 
be regulated by adjustable vents 
for varying loads. Write Grand 
Rapids Dry Kiln Company, Box 
934, Grand Rapids 7, Mich. 


New Lightweight Model 10 
Chain Saw 


The Mall Tool Company an- 
nounces a new Lightweight Gaso- 
line Engine Chain Saw for one or 
two man use that incorporates 
many important features never 
available before. Its lightweight 
die-cast magnesium construction 
makes it easy for one man to carry 
it single-handedly as well as make 


horizontal, vertical or any angle 
cuts. Indexes to any desired angle 
for felling or bucking. Two vear 
ratios—which are easily inter- 
changed—provide a slow speed for 
cutting big trees—a high speed for 
cutting small ones. The round nose 
bucking bar makes it possible to 
start a cut with the tip of the round 
end...and also permits felling and 
bucking trees with a _ diameter 


twice the bar’s length by cutting 
one-half from one side and the 





other half from the other side: A 
quick detachable tail stock that fits 
on the end of the round nose buck- 
ing bar converts the Mall Model 10 
Chain Saw into two-man saw. 
Write Mall Tool Company, Dept. 
AL&BPM, 7740 South Chicago 
Ave., Chicago 19, IIl. 











FRICK SAWMILLS 


Cut the most accurate lumber and do it most rapidly, be- 
cause they are precision machines. Timken and Hyatt roller 
bearings, adjustable carriage trucks without end play, set 
works accurate to 1/32”, cut steel adjustable rack bars, and 
similar features make Frick Sawmills the choice alike of saw- 
yers and owners who want the utmost in quality and quantity 
of output. Three generations of experience built into them: 
many thousands in use. Ask for your copy of Catalog 75. 
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Whether it’s adding machines or casement hard- 
ware, it’s what's inside that matters. 


The inside of casement operators is important, 
too... and the Internal Gear construction — ex- 
clusive with Getty—is what really counts. Counts 
for dollars in the till, assurance for the builder, 
satisfaction for the owner. 


Rover cn 


sre eRe 

















——> See) 9 
Internal gear teeth are 


of cold-rolled steel. Feet] 06 0@ 
{ ¥4" worm is cold-rolled 
steel, case hardened. 


Internal Gearing in the Getty No. 4703-W 
gives great strength and high mechanical efficiency. 
Case-hardened steel worm, and teeth of cadmium 
plated steel mean long life and continued ease 
of operation. Housing and crank .are made of 
high-strength Zamak alloy or solid cast bronze in 
a variety of finishes, both plated and lacquered. 
Here is a fine piece of builders’ hardware, no 
longer high-priced, but now at a moderate cost 
for every home. For dependable casement control 


| —year after year—Get Getty and Be Sure. 


Write for descriptive literature. 


Getty Operators... 
Best in Any Case-ment 


H. S. GETTY & CO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 





Buitoinc Propucts MERCHANDISER 





Armstrong’s 


(ad 9° GLAZING 
5 COMPOUND 





grazing AN0 og 


THE ARMETRONS 
7 — 


Te Oise 


Nationally Advertised 


Here’s a product every- 
one prefers to putty. 
FEATURE IT this 
spring! — “tie in” with 
our national advertising 
to over 8,000,000 homes 
and to contractors. 


Unlike putty, Arm- 
strong’s ‘33’ is 
E-L-A-S-T-I-C. Easy to 
apply. Easy to remove. 
Never gets rock-hard. 
Expands and contracts 
with weather changes. Lasts years longer. Won’t 
chip, crack or crumble in service. Works equally 
well on wood or metal sash. 


Use coupon below, or write us today for FREE 
sample. 


GET FREE SAMPLE —Try it Yourself 


ARMSTRONG COMPANY - 4067 S. LASALLE - CHICAGO 9, ILL. 


| Please send me FREE 1-lb. sample of your “33” 
| E-L-A-S-T-I-C Glazing Compound. 

















Ceramo Asbestos Cement 
Siding Now Available 


Now that proper materials and 
new production facilities are avail- 
able, Carey has created an im- 
proved Ceramo Asbestos Cement 
Siding. It has a rotproof, wear- 
proof, fire-safe base of portland 
cement and asbestos fibres. The 
ceramic coated surface is fused on 
at high temperatures making it 
smooth and hard. Its density pre- 
vents the infiltration of moisture 
or dirt and any dirt that should ac- 
cumulate on the surface is gener- 





ally washed off by the rain. Ceramo 
is available in the standard 12 in. 
by 24 in. shingle size in the wave 
line, straight line or thatch butt 
pattern. Write Philip Carey Mfg. 
Company, Dept. AL&BPM, Cincin- 
nati 15, Ohio. 
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All Retail Yard Items 
Industrial Specialties 


Prompt Shipment of Most Items 


FIR & LARCH 
DIMENSION 


Never have we produced finer quality stock than we’re 
shipping today. We’re operating in a beautiful tract 
of Ponderosa Pine timber, with some intermingling of 
Douglas Fir and Larch. We’re shipping straight cars 
of Ponderosa Pine yard and shed items or mixing an 
assortment of Ponderosa Pine items with Fir and Larch 


dimension. 


Consult us on your needs in yard and 
shed stock, factory and industrial items. 


Alexander-Yawkey Lumber Co. 


Members Western Pine Association 
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Prineville, Oregon 





Markwell Mitre Cutters 

The new and improved bench 
model No. 2 Mitre Cutter is now 
made of all metal. The entire top 
plate has 1%” steel. Tool steel, ad- 
justable blades. Capacity 1°4”"x°4” 
and cuts up to 2%.” widths. The 
foot operated Markwell No. 8 is 
equipped with gauge stops. Write 
Markwell Industrial Products Di- 
vision, Dept. AL&BPM, New York 
13, N. Y. 


The 1949 Lith-I-Block Machine 
The new Lith-I-Block machine 
Model L-5, possesses all the advan- 
tages of the L-3 Model two-block 
machine plus a 50% production in- 
crease. It produces all standard 
sizes and shapes of block with labor 
costs totaling about 2%4c per block. 
The company lists these advantages 
for both models: quiet operation— 
automatic pallet feed—instantly 
adjustable feed timing—continually 





clean pallets—size changes in as 
little as 15 minutes—easily adjust- 


able vibrating cycle—offbearing 
cycle reduced to one-half of pro- 
duction cycle—simple installation. 
Write Lith-I-Bar Co., Dept. AL& 
BPM, Holland, Mich. 


Trip-L-Grip 
Framing Anchors 

“Wind Damage Costs Money,” is 
a leaflet featuring the use of Trip- 
L-Grip framing anchors for reil- 
forcing critical points in barns, 
granaries, etc. A study of barns 
damaged in Minnesota showed that 
toe nailing of studs to sill and plate 
and rafter to plate is inadequate. 
Trip-L-Grip anchors eliminate toe 
nailing. It is said that barns do 
not blow down, they blow up and 
the use of anchors ties down the 
roof to the sidewalls. 

“No Notching for Better Joist 
Support,” another new leaflet pre- 
pared by the Timber Engineering 
Company, describes and illustrates 
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The Trademark 
with 


(4 Homes f 











The plywood produced by Associated Plywood 
Mills is available quickly at 14 different loca- 
tions in the United States. That means you can 
get what you want when you want it—and in 
the quantity desired. Quality plus service is our 
policy—and your assurance of prompt delivery. 


2 MILLS 


Eugene, Oregon 
Willamina, Oregon 


5 BRANCH SALES WAREHOUSES 


Eugene, Oregon 
Willamina, Oregon 
925 Toland St., San Francisco, Calif. 
4814 Bengal St., Dallas, Texas 
4268 Utah St., St. Louis, Mo. 


7 SALES WAREHOUSES 


BESSONETTE & ECKSTROM 
2719 S. Compton, Los Angeles, Calif. 


PACIFIC MUTUAL DOOR CO. 
626 Tacoma Blidg., (Home Office) Tacoma, Wn. 


1407 Fleet St., Baltimore, Md. 

2141 Throop St., Chicago, Ill. 

516 South Ave., Garwood, N.J. 
Adams and Shawnee Sts., Kansas City 
2235 Territorial Road, St. Paul, Minn. 








—ASSOCIATED— 
Plywood Mills, Inc. 


General Office — EUGENE, OREGON 


BvitpING Propucts MERCHANDISER 


‘SLIDING DOORS 
ALWAYS 


SLIDE SMOOTHLY on 


KENNATRACK 400". 








#400 KENNATRACK. . 


scribes this deluxe series for heavy doors of 


I1/" to 13/4," 
wheels banish noise, 


. Trouble-free truly de- 
thickness. Eight neoprene-tired 
guarantee smooth, easy 
movement. And our exclusive adjustable car- 


riage permits doors to be raised or lowered 34". 


KENNALOCK... 


notch cut in 13%" door. 


+420 Already assembled to fit 
Interchangeable left- 
right locking mechanism. Solid brass finger pull 


plus locking safety latch. 





Write for our complete 
catalog with prices. 


JAY G. McKENNA, 


in the Ma cture of ives Bt 
INDIANA 


ake 


or Hardware 


Specializing Exclusively 
ELKHART . 
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better construction methods 
through the use of Trip-L-Grip 
framing anchors in home construc- 
tion. These devices are reported to 
be superior to joist hangers, cheaper 
than ledgers, and better than direct 
bearing. A third leaflet, “The Ideal 
Connectors for Secondary Struc- 
tural Framing,” describes the use 
of Trip-L-Grip framing anchors for 
the economical connecting of raft- 
ers to trusses or purlins, girts to 
columns, floor joists to beams, ceil- 
ing joists to beams or trusses, 
beams to posts, ete. Trip-L-Grip 
framing anchors are recommended 
for both new and old construction 
for homes and farm buildings. All 
three leaflets are available on re- 
quest. Write Timber Engineering 
Company, Dept. AL&BPM, 1319 
18th St., N. W. Washington 6, 
D. C. 


Duo-Seal Removable Rocker 
The patented Duo-Seal Rocker 
provides an effective seal between 
bottom of movable panels and win- 
dow sills. Fastening holes at each 
end serve as breathers between 
storm panels and window sash, and 
as drain holes for moisture and 
rain that may come through the 
screen. The rocker can be used on 
rabbeted or flat sills—for 2-light 





storm sash, screens, combination 
storm and screen windows, case- 
ment windows, top hung windows 
and many other types of movable 
or swinging panels. The removable 
rockers are extruded or rolled from 
non-ferrous metal, cut and notched 
to standard lengths. Write J. H. 
Oswald and Company, Dept. AL& 
BPM, 2024 Belvoir Blvd., Cleveland 
21, Ohio. 


Individual Folders Illustrate 
Dantore Products 

Several pamphlets covering the 
line of Dantore products are avail- 
able from the Gregg Lumber Co. 
Dantore’s ready-mixed Hard Wall 


Plaster with all ingredients in one 
package saves a lot of time while 
mixing and a lot of cleanup time 
after the job is done. Dantore’s 
Acoustical Plaster, used where con- 
trol of sound is a factor, is ideally 
adaptable for use in offices, stores, 
theaters, churches, etc. It can be 
applied by any capable plasterer 
and is reported to provide thermal 
insulation as well as sound absorp- 
tion. Dantore Light-Weight Plas- 
ter Aggregate replaces sand in plas- 
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lot of know-how. 
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Mac Wa it takes know-how” 


Peter McDonald, a sawyer for 53 years, can tell you 
it isn’t easy to cut shingles properly. It takes a 


This know-how when applied to the finest red 
cedar blocks means one thing—quality. 


Portland Shingle Company combines both skilled 
craftsmanship and the finest red cedar in Portland 
Brand Red Cedar Shingles and Skookum Tru-Cut 
Shakes. Five mills located in the heart of Red 
Cedar Country maintain a constant supply of fine 
Red Cedar logs. Orders are filled promptly. 


When you order, know you are getting the best! 


WRITE OR WIRE FOR PORTLAND SHINGLE CO. DEALER PLAN TODAY 


PORTLAND SHINGLE CO. 


9036 N. DENVER AVE. @ PORTLAND 3, OREGON 
Mills at: Ridgefield @ Kelso @ Quinault, Wash. ® Portland, Ore. 


of Quality Red Cedar Products 
































wil Alabama Metal Lath And f) F ALE RS -speep UP 
tore’s Accessories Are 








€ con- L 
deal DELIVERIES, CHECK CREDIT. 
stores, 
an be 
- SPEND MORE TIME SELLING! 
ermal Alabama Metal Lath and Accessories are 
pe: products of modern, up-to-date methods, from 
' oe design to delivery. We use highest quality ma- 

terials. Our modern, efficient machinery (much 

of it custom made) is operated and supervised 

by craftsmen who are metal lath experts. a 

Checks and inspections are continuous through- 

out production, packing and shipping. 

SMALL MESH 

DIAMOND 
LATH 

Square ends and 7 ><> X_N OS”. CO | O.ti SCS 

smooth edges. 

Sheets 27” x 96” 

(2 sq. yds.) with 

10 sheets to the 

bundle. Easy to 

handle and put up. 











N & 











ARCH BEAD 


A straight corner 
bead for vertical 
or horizontal cor- 
ners, or an arch 
bead for curved 
openings. Arches 
can be quickly 
and economical- 
ly fashioned right 
on: the job. 





SMOOTH 
EDGE BES 
CORNALATH SSS 





New and improved, no raw edges. No needles, no 
fish-hooks. Smooth Selvedge edges. Painted copper 
alloy steel. Pieces are 8’ long and 2” x 2” or 3” x 3”. 
Packed 25 strips to the bundle, 3 bundles or 600 lineal 
feet per crate. Used mostly for reinforcing corners. 


ALABAMA PRODUCTS INCLUDE— 


@ Small Mesh e Wall Ties 
Diamond Lath e Tie Wire 

@ Rib Lath e Hangar Wire 

® Striplath @ Bead Clips 


@ Steel Studs 
e Corner Beads 
e Arch Beads 
e Base Screed 
e Picture Mold 


— SOLD ONLY THROUGH DEALERS — 


ALABAMA 


METAL LATH & ACCESSORIES 
"ZJoun- + Luality, 










P. O. Box 992 _ BIKMINGHAM, ALABAMA 








BuILDING Propucts MERCHANDISER 


Progressive lumber and building material 
dealers everywhere are installing Executone 
Intercom Systems to get more work done 
faster. 


With the flick of a finger you give orders 
to men in the Yard, get their reply, check 
credit or deliveries . . . and no one need 
leave their work! Your entire organization 

. indoors and out... is in reach of 
your voice! Inside phone calls . . . ex- 
pensive "call-backs" are eliminated. Time 
lost locating roving employees is saved. 
Trips from office to yard held to a minimum! 


Up to 100-station systems available. 
2 Stations for as low as $61. 






































| store | 
TRACKSIDE | 
CASHIER | 





UNCONDITIONALLY GUARANTEED. Over 100,000 installa- 
tions — individually engineered to requirements. Service by 
Executone-trained specialists in principal cities assures you 


of dependable, trouble-free performance. 


NOCUIOME 


COMMUNICATION & SOUND SYSTEMS 


Mail Coupon for Further Information 





EXECUTONE, INC. Dept. C-I1 


[) Please send literature. 


ae Oe 
Firm___ 


Address. 








415 Lexington Ave., New York 17, N. Y. 
| am interested in data on EXECUTONE. 


[J Have representative call. No obligation. 
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ter—weighs only 10 to 12 lbs. per 
cubic foot compared with sand’s 
weight of 85 lbs.; the small glass 
globules of Dantore are resilient as 
contrasted to the brittleness of sand 
in adjustment to the stresses of set- 
tling. Plaster containing Dantore 
Plaster Aggregate reduces the 
checking and cracking of plaster 
common in houses and buildings 
that have settled even slightly. 
There are many other products il- 
lustrated in the Dantore folders. 
Write Dantore Products Division 
Gregg Lumber Co., Dept. AL & 
BPM, 550 Oakdale, S. E., Grand 
Rapids, Mich. 


Combination Grout-Adhesive 

A reduction of at least 30 per- 
cent in the labor costs of installing 
Armstrong’s Porcelain-on-Steel 
Veos Wall Tile has been made pos- 
sible by the development of a com- 
bination Grout-Adhesive. It is be- 
ing recommended by Armstrong as 
a means of reducing labor costs and 
as an improved method of installing 
Veos Wall Tile. The development 
allows the tile to be completely in- 
stalled with one material and in 
one operation, thus eliminating the 
necessity of using a separate ma- 
terial for the grout lines. The new 

















( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 

STICKS AND STAYS pir 

Tl 
TT, 































Most dealers report: 4 

“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 





5} DONALD 
DURHAM 














COMPANY 
Durham’s Rock- Ses Melecs 4 
Hard Water Putty ” a 


gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells.so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty ons not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. 


The PLASTIC Repair Material 





in POWDER Form 
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material is extremely low in shrink- 
age; it eliminates hairline cracks, 
and the water absorption has been 
greatly reduced from that of the 
materials formerly used. Write 
Armstrong Cork Company, Dept. 
AL&BPM, Lancaster, Pa. 


Bruce Asphalt Tile 
Cleaner 


E. L. Bruce Co. has perfected a 
cleaner for asphalt tile—the only 
cleaner of its type on the market. 
It is said to be a vast improvement 
over soap and water cleaning since 
soap deposits containing alkali 
cause rubber and asphalt tile to de- 
teriorate. The cleaner provides per- 
fect pre-waxing cleaning and is ab- 
solutely safe in any concentration 
on any surface not harmed by 
water. Used in a solution of water, 
it makes durable soil-suspending 
suds that quickly penetrate beneath 
the dirt. It requires no rinsing 
and works equally well in hot or 
cold, hard or soft water. Recom- 
mended for cleaning asphalt tile, 
rubber tile, marble and terrazzo 
floors, it can also be used as a water 
softener in tub, sink or washing 
machine. Write E. L. Bruce Co., 
Dept. AL&BPM, Memphis 1, Tenn. 


BRUCE 


| ASPHALT TILE 
CLEANER 


SHAMS aN RECONDITIONS 
Meh Tie. eunmer the - TO, 
OV ermine Tike aascbie 
Comerete Fiawe+ 





Aluminum Basement Window 
Available in three standard sizes, 
Kewanee’s’ aluminum basement 
window keeps new by eliminating 
repainting, never rusting or cor- 
roding, and not sticking or binding 
after years of use. Aside from its 
attractive appearance and economy, 
the Kewanee aluminum basement 
window carries the same quality 
construction features which have 
popularized their other windows. 
A positive acting cam latch forces 
vent firmly against frame assuring 
an extremely tight fit. The long 
aluminum locking handle permits 





window to be easily operated from 
the floor level, with 100% ventila- 
tion obtained by opening vent to a 
horizontal position. For installa- 
tion, the broad sill and jamb con- 
struction prevent fouling vent with 
mortar while being set, with wide 
fins providing secure anchorage. 
Write Kewanee Manufacturing 
Company, Dept. AL&BPM, Ke- 
wanee, Ill. 


Seven Types of Plastic 
Wall Plates 

Seven types of plastic wall plates, 
in ivory and brown, are presented 
by the Rogers Plastic Corporation. 
The plates are attractive in design 





with vertical effects which match 
any surroundings and are easily 


cleaned. Types available are 
tumbler switch, one gang; tumbler 
switch, two gang; tumbler switch, 
three gang; combination duplex 
receptacle and tumbler switch; du- 
plex receptacle, one gang; tele- 
phone plate; and blank plate. The 
plates are individually packaged in 
attractive envelopes complete with 
matching screws. Write Rogers 
Plastic Corporation, Dept. AL&B 
PM, North Wilbraham, Mass. 
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Lumber 
Market Analysis 


Current Statistics on 
Output and Distribution 


LUMBER shipments of 418 mills reporting to the 
National Lumber Trade Barometer were 4.6 percent 
above production for the week ending February 19, 
1949. In the same week new orders of these mills were 
16.4 percent above production. Unfilled order files of 
the reporting mills amount to 37 percent of stocks. For 
reporting softwood mills unfilled orders are equivalent 
to 25 days’ production at the current rate, and gross 
stocks are equivalent to 66 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 3.2 percent above production; orders 
were 16.2 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 41.2 per- 
cent above; shipments were 27.4 percent above; orders 
were 42.4 percent above. Compared to the correspond- 
ing week in 1948, production of reporting mills was 
25.0 percent below; shipments were 24.2 percent below, 
and new orders were 15.3 percent below. 


Southern Pine 


Production of Southern Pine by the 107 mills re- 
porting to the Southern Pine Association for the week 
ending February 12, 1949 amounted to 14,828,000 
feet. This was 16.17 percent below the three year 
average. Shipments for the week totaled 13,527,000 
feet, 8.77 percent below production for the same 
period. Orders, totaling 13,040,000 feet were 12.06 per- 
cent below production and 26.28 percent below the 
three year average. 


Western Pine 


The 101 mills reporting to the Western Pine Asso- 
ciation for the .week ending February 19, 1949 cut 
33,309,000 feet. The same week a year ago the cut 
totaled 53,966,000 feet. Shipments amounted to 40,- 
470,000 feet compared to 63,747,000 feet last year. 
Unfilled orders stood at 185,773,000 feet. Gross stocks 
totaled 826,386,000 feet. A year ago gross stocks 
amounted to 642,805,000 feet. 


In the Market Centers 


SEATTLE—Freezing weather and deep snow over 
Puget Sound since the middle of December has cut 
input of logs to very low figures. Only a few camps 
have been able to operate. As of Feb. 1st inventory 
of logs for the month dropped 150,000,000 feet. This 
drop proved that mill operation was better than the 
camps. One informant estimated the lumber mills have 
lost about 25 percent production through the cold 
period. Most shingle mills have been down, the few 
running are on salt water. 

Most serious factor in the coming month is the con- 
dition of roads used by trucks and danger of floods. 
Recurrent freezing has frozen many roads down to 
sixteen or more inches and logging by trucks is out of 
the picture for weeks to come. County authorities have 
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Logged in 1906-1987 , 
HARDWOODS e WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 

with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 
QUALITY LUMBER 





Air-dried Kiln-dried 
















1896 --53 YEARS OF STABILITY -- 1949 
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/ OAK FLOORING zs 
Mixed With \ 


Y. P. Boards e 


Ideal assortment for yard buy- 
ers. Oak Flooring from our 
modern, brand new plant. Kiln . 
dried Yellow Pine boards dried | wiinrgy ae 
in our new, latest type kilns. | 
Also 4/4 AD Hardwoods. p= im 


Immediate shipment. 
Drop us a line today. 


SOUTHERN PINE 
SOUTHERN HARDWOODS 








SCOTCH LUMBER CO. 


FULTON ALABAMA 
Mixed Cars a SpecialtyeMember SPIB and NHLA 
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RAINY LAKE LUMBER CO. Ltd. 
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“From Our Own Forests and Mills” 
oo * 
Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 

Furniture Dimension 

Glued-Up Stock 

Industrial Shook 

Venetian Blind Stock 

Ready-to-Assemble 
Furniture Parts 

in fact, Anything in 

West Coast Woods! 


Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 











The Ralph L. 


SMITH 


Lumber Company 


1635 DIERKS BUILDING 
Phone Victor 4143 
Kansas City 6, Missouri 


Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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LUMBER MARKET 





closed many roads to a!l trucks. Many will need exten- 
sive repair. Snow in Snoqualmie Pass on Feb. 20 reach- 
ed a depth of 22 feet on the level. 

Demand—The weather, both locally and all through 
the west is such a factor in production and transporta- 
tion that it is difficult to determine demand. Undoubt- 
edly many orders are not placed when the buyer reads 
of stalled trains and other interruptions to the normal 
flow of traffic. But it is admitted to be fair with prices 
about the same except in some grades of upper items. 
B and Btr uppers bring $140 to 150 with vertical grain 
flooring still strong at $160. No. 2 and better random 
dimension moves at from $48 to 52. Rough timbers 
move at about $50. Structural timbers are strong at 
from $75 to 90 depending on length. 


BALTIMORE—A somewhat firmer tendency in 
prices of Southern pine is noticed here now as the 
late winter arrives. Although the basic price of the 
low-grade lumber is now around $70, unchanged for 
several weeks, latest reports indicate a firmer range 
is due. Local yard owners say advices from the South 
indicate the mild weather aided logging, but the ample 
supplies have not been getting to the mills. because 
of the wet condition of the ground. Some of the yard 
owners report businees has been fairly brisk, but this 
condition is by no means universal. Those with con- 
siderable contact with shipping interests have been 
steady suppliers of timber for ship ceiling. Grain 
movements have been heavy from this port, and are 
expected to continue so. 


Latest prices on fir from the West Coast also indi- 
cate a firming tendency, and aiding the favorable 
ratio with its opposite number, Southern pine. In the 
last two weeks, No. 1 common and better, with 15 
percent of No. 2, has increased from $80 per M to 
$86 for rail shipments. Severe weather conditions in 
the Oregon mill areas was given as the reason for the 
$6 incline. Plywood is reported somewhat firmer 
after its January 10 percent price cut. 

Backlogs are being carefully watched, and so are 
credit lines. Nevertheless, a good demand is antici- 
pated when the general building season opens up. 
Building permit figures have been none too encourag- 
ing on the basis of the first two months, but lumber 
dealers see better results later on. 


TACOMA—Return of good weather, which has been 
pretty scarce all Winter, is benefiting woods and mill 
production generally. However roads in some districts 
have been adversely affected and because of their 
softened condition, use by lumber and log trucks has 
been banned. Despite improved weather, many mills 
and camps, particularly those situated at higher alti- 
tudes, have not reopened. This is motivated partly by 
uncertainty as to the permanency of the weather situa- 
tion and partly by the slowness of the lumber market 
generally. Demand is still off. Weather conditions in 
the East and Mid West have slowed down rail move- 
ments. However this situation is expected to improve 
as soon as the carriers are in a position to expedite 
shipments. Water borne shipments also have fallen off, 
but this is expected to be only temporary. Mill inven- 
tories are building up against an anticipated increased 
demand that is expected to materialize with the advent 
of better construction weather throughout the country. 
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J. P. RINN H. V. SCOTT 


Kinn - Scott Lumber Company 


* LUMBER and LUMBER PRODUCTS 


Yard and Warehouse a General Office 


2759 So. Kedzie Ave. Redding, California 360 No. Michigan Ave. 


Chicago 23, Ill. P. O. Box 6 Chicago 1, Ill. 
Bishop 7-4080 RAndolph 6-4878 











Pomombor i Anaconda Copper 


Every cellar, garage, cistern, If your contractor, homeowner 
pool, milkhouse, stable, pen or others have a problem with e._h6° 

and dairy barnneeds THORO- water or dampness, The Mining Co. 
SEALING, to keep water out THORO System will correct 
of the walls. and solve the problem. 


Lumber Department 
\ We 

WATERPLUG . . to stop the leaks \ Bonner, Mont. 
~ THOROSEAL. to fill & seal the surface 
QUICKSEAL . for a beautiful finish & 


WRITE FOR DEALER PLAN 
AND DESCRIPTIVE CIRCULARS 


THE THORO SYSTEM Products make friends, 


new customers and a substantial profit for the dealer 


QDuUCTS 
STANDARD DRY WS\ ec 


. = * *« 
Box X, New Eagle, Penna. 
Telephone Monongahela 67 


Manufacturers of 






Ponderosa Pine, Fir and 
Larch Lumber 

















cS) & 
Al Clements Lumber Co. : 
MANUFACTURERS & WHOLSALERS ® DOUGLAS FIR LUMBER & 
=) & 
: Industrial and Housing Matenals ° 
6) EUGENE, OREGON P. O. BOX 908 PHONE 5640 TWX NO. EG 49 Ca 
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Take Advantage of 
the Facilities of These 
Western Wholesalers 


They're ready to do a better-than-ever job 
for you in 1949. Look what they offer: 


1. Service from many mills. If one 
doesn’t have the right stock, another 
may. 


2. On-the-ground selection of stock to 
meet your needs. 


3. An intimate knowledge of each mill's 
manufacturing and shipping facilities. 


Profit thfoughout 1949 by putting these lead- 
ing Western Wholesalers to work for you. 









“ % 
564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 


Eastern Office € Warehouse: 
THE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Cari E. Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 


PINE SPECIALISTS 


Riverside 4335 











Main 6954 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon 


Lumber Co. ~~ ae deae 
Yeon Bidg., Portland, Ore. 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 


WALES LUMBER COMPANY 
Old National Bank Building 


SPOKANE - - - WASHINGTON 
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Donahue Heads Door 
Manufacturers 

E. W. Donahue, president of the 
Wabash Screen Door Company, Chi- 
cago, was reelected president of the 
National Door Manufacturers As- 
sociation at the 22nd Annual Meeting 
of the association held in Chicago, 
February 9 and 10. Other officers 
elected are as follows: Ross D. 
Scamehorn, Morgan Company, Osh- 
kosh, Wis. vice-president; A. R. Tip- 
ton, Roach & Musser Company, Mus- 
catine, Iowa, treasurer; Ormie C. 
Lance, Chicago, secretary-manager. 
Mr. Tipton succeeds Alvin F. Baal, 
Carr, Adams & Collier Company, Du- 
buque, Iowa, as treasurer. Mr. Baal 
has been treasurer of the association 
since its organization in 1927 and re- 
tired from that position by reason of 
his recent retirement from the posi- 
tion of secretary of Carr, Adams & 
Collier Company. 


Coleman Succeeds Anderson at 
Kinzua Pine Mills 


Members of the board of directors 
of Kinzua Pine Mills Co., Kinzua, 
Ore., recently named Carl C. Cole- 
man to the position of chairman of 
the board succeeding E. E. Anderson 
of Pasadena and Detroit. In addition 
to being chairman of the board, Mr. 
Coleman is vice-president in charge 
of logging operations. 

. Other officers of the corporation are 

J. F. Coleman, president; S. R. Die- 
trich, Lansing, Mich., first vice-presi- 
dent; V. F. Schultz, Detroit, second 
vice-president; Joe D. (Mike) Cole- 
man, Kinzua, treasurer and general 
manager; J. W. A. Luce, Warren, 
Pa., secretary; O. D. Baker, Kinzua, 
assistant secretary and _ assistant 
treasurer. 

Kinzua Pine Mills Co. is an im- 
portant producer of Ponderosa pine 
in eastern Oregon. Its timber is 
being operated on a sustained yield 
plan and its advanced factory facili- 
ties such as radio-frequency gluing 
insure close utilization at the plant. 


Advertising Plans Announced at 
Kyanize Sales Meeting 


At the first general sales meeting 
in many years, held recently at the 
home office of the Boston Varnish Co., 
salesmen for Kyanize Paints were 
given full details of greatly increased 
advertising activity during 1949. En- 
couraged by the response to the ad- 
vertising campaign behind “Color 
Recipes” in the fall of 1948, Kyanize 
executives told the sales force details 
of the biggest advertising program 


VYlames in the News 


in the history of the company. 

Month after month, during the 1949 
spring painting season, there will be 
Kyanize advertisements in numerous 
consumer magazines. 31,000,000 
copies of these magazines will carry 
Kyanize Color Recipe advertising. 

The Color Recipe promotion doesn’t 
stop there, however. There is a new 
three-piece window display 40 inches 
high and printed in 7 colors, a new 
counter display, mailing pieces, news- 
paper advertisements, etc., all tying 
in to a co-ordinated continuation of 
the Color Recipe program. 

Each month the makers of Kyanize 
Self-Smoothing Paints publish Color 
Recipes, giving specific instructions 
as to what Kyanize paints to use 
to reproduce the most interesting and 
effective room color schemes featured 
in national magazines of that month. 
These Color Recipes are free to the 
public and are on the counters of 
Kyanize dealers by the 10th of each 
month. 


Albert Hart Honored for 53 
Years of Service 


Albert E. Hart, director of sales 
for the Dierks Lumber & Coal Co., 
Kansas City, Mo., recently completed 
53 years of service with that organi- 
zation. “Al”, as he is known by a 
host of friends, is not retiring. He is 
merely passing on to younger men the 
responsibilities of formulating sales 
policies and directing the activities 
of some forty-odd salesmen and sales 
representatives. He will continue work 
as a special sales representative in 
the state of Florida. 

A dinner honoring Mr. and Mrs. 
Hart marked the culmination of a 
most unusual record. The dinner was 
held at the Kansas City Club and was 
attended by 38 of Mr. Hart’s fellow- 
workers ond their wives. 


Asbestos Company of Texas 
Completes Silica Mill 


Construction of a $125,000 silica 
mill, first in the southwest, has just 
been completed in Houston, Tex. The 
new mill, owned and operated by the 
Asbestos Company of Texas, will go 
into production immediately, accord- 
ing to Otis Massey, president of the 
company. Capacity of the new plant 
is 75 tons daily, or roughly one and 
a half car loads of ground silica sand. 
Less than half of this production 
will be used in the Mustang asbestos 
siding manufactured by the company. 
The balance of the silica will be sup- 
plied to foundries, paint manufactur- 
ers, and chemical paints. 

Silica sand comes to the mill 
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WOODLIFE the original 
toxic water repellent 


Give your customers the best. WOODLIFE means protec- 
tion against decay, termites—and moisture absorption, cause 
of warping, shrinking, swelling and checking. WOODLIFE 
treating helps you sell lumber and millwork . . . assures 
customer satisfaction and increased profit. 

WOODLIFE is Time-Tested . . . used by leading woodwork 
mills since 1935. 


O 
7) 
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Starf supplying 
WOODLIFE protection, now! 


Tes NE Write for canines 
Protection Products Mfq. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 

















Douley 


Basement 
Windows 


Win customers and fortify your good name as a dealer 
/y supplying your trade with this sturdy, lasting, smooth- 
working Donley Basement Window. Substantial, precise 
construction insures fit. Ventilator can be held open at 
ither of two stages. It is easily removed when desired. 
Long arm lever catch has cam action to lock window easily 
und tightly. Anchored in wall by side members with chan- 
1el section to provide for plastering, if desired. A window 
ou can show and demonstrate with pride and assured sales. 


Made in Three Sizes 
No. of Glass Masonry Shipping 








No. Lights Size Opening Weight 
51 2 15x12 3272x1434” 18 
52 2 15x16 3272x18%4” 21 
53 2 15x20 327%x22%” 24 


THE DONLEY BROTHERS COMPANY 


13928 Miles Avenue, Cleveland 5, Ohio 
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. THESE ARE THE Idaho White Pine im 
* WESTERN PINES Ponderosa Pine . 
. Sugar Pine ° 
* © 
* s 
Larch ? 
; Douglas Fir ; 
e ouglas . 
° prenndbinesd White Fir : 
« ASSOCIATED WOODS Spruce . 
: Cedar . 

° * 

ed Lodgepole Pine a 
* ° 
© Plenty Today...Plenty for Tomorrow...There is enough sawtimber ® 
e@ in the Western Pine Region to last many centuries—at the present e 
@ average annual rate of growth and drain. € 
@ The Western Pine Association with its over 300 member mills* ise 
e pledged to a policy of harvesting timber resources under private 
e@ management in a manner that will support a high level of pro- ¢ 
e duction and provide an adequate future timber supply. - 
e *Write for Directory of Membership e 
e WESTERN PINE ASSOCIATION & 

e . 


510 Yeon Bldg.« Portland 4, Ore. 
a a 
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IN CUSTOMER ACCEPTANCE — : 
IN USER'S SATISFACTION — 
IN TROUBLE-FREE SERVICE — 









the New 


CAPITOL “TAPER SEAL” 


Trade Mark 


GARAGE DOORS 


It isn’t often that you'll see the finest quality product 
offered to you at the price of ordinary merchandise. Think 
what this means to you and your customers. You can 
provide them with the best . . . a@ product that will equal 
or excel any on the market . . . AT NO GREATER COST 
TO YOU! Look at these selling points: 

Long Service Rapid Installation Modern Beauty 
Finest Materials Perfect Protection Balanced Action 

Ball bearing rollers . . . slip-joint tracks . . . 
weather-seal rabbet on all sections . . . “Feather-Touch” 
operation . . . short radius for minimum clearance .. . 
excellent workmanship ... in fact . . . a door that you 
will be proud of and which will please your customers. 


8 x 66" — 8 x  — 8’ x 16" — 8 x 8 
¥x?— 1% x 7 — 1’ x 8 — 1 x 10 








Send for detailed information, literature, prices 
and discounts — and our dealer helps and news- 
paper advertising service plan that will mean 
more dollars in profit to you. 


CAPITOL PRODUCTS 


Third at Adams Sts. 
Telephone 7838 


Springfield, IIL. 
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Hundreds of progressive builders 
are already using... 


STA-TITE 


STEEL BRIDGING 
FOR WOOD JOISTS 





pone oon 








SM sta-TiTe 
< STEEL BRIDGING © 






Holds with a Guip of Ste eI 


You can count on profitable repeat orders 
because 


STA-TITE JOIST BRIDGING ... 


1. Cuts contractor's labor costs in half. 

2. Half-hard stock permits bridging to flex 
slightly, assuring firm, even floors for 
years to come. 

3. Can be readily used in old homes as well 
as new; easily and quickly replaces old 
wood bridging. 

4. Comes in two sizes for use with 2x8 and 
2x10 joists spaced 16 inches on center 
10-inch size also used with 2x12 joists. 

5. Only one nail used at each end of each 
piece; saves 200 nails per average house. 

6. Patent flanges bite into joists when nailed 
so bridging tightens as joist shrinkage 
occurs. 

Write us today for complete details. Don’t 

miss out on this proved, fireproof, profitable 

line of steel joist bridging. 


SOME JOBBER TERRITORY STILL OPEN 
Beloit Steel Industries, Inc. 


307 CITY HALL BLDG., ROCKFORD, ILL. 








CUSTOM 
MILLING 


Transit Rates 
Insured storage and air 
drying yard. 


Ship your lumber green or 
partially dried to be milled, 
and shipped on order. 


Located on both the Soo 
Line and C & NW Railroad. 


WALLRICH’S 


M. J. Wallrich Land 
& Lumber Co. 


Shawano, Wisconsin 
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washed and screened to 10-mesh size. 
At the Asbestos company mill, it is 
first dried, then ground in a 50-ton 
ball mill. Finally, it is air-classified 
into 120, 200, and 325 mesh particles. 
This air-classification system, accord- 
ing to Mr. Massey, is the very latest 
improvement in the industry. It com- 
pletely eliminates the usual size vari- 
ations caused by human error and 
worn screens. 


Cassidy Re-elected Chairman of 
Asphalt Roofing Bureau 


L. M. Cassidy, vice-president for 
sales of Johns-Manville Corporation, 
has been re-elected chairman of the 
board of governors of the Asphalt 
Roofing Industry Bureau, an associa- 
tion of 28 leading manufacturers of 
building materials. P. C. Rowe, ex- 
ecutive vice-president of the Flint- 
kote Company, was re-elected vice- 
chairman, and E. L. Chamberlain, 
vice-president of Bird and Son, Inc., 
was re-elected treasurer. 


“Forests and National 
Prosperity,"" NSDA Publication 


The Forest Service in the U. S. 
Department of Agriculture has issued 
a report bringing together for the 
first time in concise form the over- 
all findings of the nation-wide forest 
reappraisal, field work for which it 
completed in 1946. The report out- 
lines the principal federal measures 
which the Forest Service holds 
“necessary to assure ample timber 
supplies for the future” and “to build 
up and maintain the forest resources 
so as to insure their maximum con- 
tribution to lasting prosperity for 
our country.” The report is entitled 
“Forests and National Prosperity.” 
USDA Miscellaneous Publication No. 
668. 


Johnson Wyatt 
Joins Lumber Company 


Edmond M. Wyatt, owner and op- 
erator of the Wyatt Lumber Com- 
pany, wholesale lumber dealers at 423 
Merchants Bank Bldg., Indianapolis, 
Ind., announced that his brother, 
Johnson Wyatt, has joined the sales 
division of his firm. Johnson Wyatt, 
33, was formerly director of the 
Madison County (Ala.) Veterans In- 
formation and Service Center. He 
spent five years in the United States 
Army. During the past five months 
he has been engaged in an intensive 
training program to equip himself to 
sell lumber efficiently at wholesale 
for the Wyatt Lumber Company. He 
worked for some time in the mills of 
the Kirby Lumber’ Corporation, 
Honey Island, Tex., plant, and has 
visited other key yellow pine lumber 
manufacturers represented by the 
Wyatt firm. The Wyatt Lumber 
Company is now covering Indiana 
and part of Ohio and Kentucky, 
specializing in the distribution of car- 
load quantities of Southern Yellow 
Pine lumber and West Coast forest 
products. 
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- FISHIN’ 


FOR IDEAS? 


i an 


Just wait until you get your 
big, new, better-than-ever 


1949 
DEALER PRODUCT 
FILE ISSUE 


Off the Press April 9th 


25 BIG PRODUCTS SEC. 
TIONS ... FULL OF FACTS 
AND DATA YOU CAN USE 
EVERY DAY OF THE 
YEAR. 

PLUS 


A complete directory of man- 
ufacturers and jobbers... 
listed by types of product. 
It’s the easiest-to-use buyer’s 
guide you have ever seen. 


AND 


Page after page of manufac- 
turers’ product stories... 
containing material you will 
want, to help keep . those 
products moving. 


WATCH FOR YOUR COPY! 


IT'S THE "BOOK OF THE 
YEAR" IN THE BUILDING 
MATERIALS' FIELD. 
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PAUL BUNYAN'S HUNGRY OX 


Benny the Little Blue Ox gobbled pancakes so fast he swallowed 
the red hot stove. Paul Bunyan said Benny had more enthusiasm 
than judgment. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 


SUSANVILLE CALIFORNIA 
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TLRADE-MARK 








REGISTERED 


OZARK 


1927 == BRAND -- 1949 
OAK FLOORING 














LUMBERMEN 


BUILDING SUPPLY 
DEALERS 































Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


ve 
ne 


Far 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 













SEND TODAY 
For Free Sample and details 
of FLEXBOND Dealer Plan. 


BISMARCK. “7ée SPECIAL CHEMICALS (4. 


1545 EAST 18th > 
us MISSOURI ST 18th STREET © CLEVELAND 14, OHIO 












ADJUSTABLE FOR 1" TO 4" PICKETS 


Cuts Gothic pickets quickly, accurately, with no further finishing or sanding 
required. Hand operated ... anyone can use it! Utilize odds and ends for 
pickets. Heavy casting, durable, will serve you year after year. Order at once 
... delivery 30 days... have this to take care of spring trade. SEND CHECK 
WITH ORDER. Net price $47.50 f.0.b. Wilmette, Illinois. (Where state sales 
tax applies, add tax.) 


H.A.SCHUBERT CO. Machinists 












ALOR IE) beckon ces sae- Ga es Wilmette, Illinois 
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Al Pollard Now Junior 
Partner of Brooks Agency 


Robert H. Brooks, founder of Rob- 
ert H. Brooks Company, advertising 
agency at Little Rock, Ark., an- 
nounces admission of Al Pollard as 
junior partner and change of the com- 
pany’s name to Brooks-Pollard Com- 
pany. Mr. Pollard became associated 
with the firm as assistant executive 
four years ago. 

The Brooks Agency was established 
in 1915 and is one of the older ad- 
vertising agencies of the southwest. 
The company handles a number of 
leading lumber accounts, including 
Southern Pine Assn., Arkansas Soft 
Pine Bureau, Southern Pine Assn., 
Bradley Lumber Co., Crossett Lumber 
Co., Fordyce Lumber Co., Frost Lum- 
ber Industries and Southern Lumber 
Co. 

Before establishing his advertising 
agency in 1915, Mr. Brooks was 
southern manager for AMERICAN 
LUMBERMAN. He has wide friend- 
ships throughout the industry. 


J. P. Stiger Heads 
Asphalt Tile Institute 


J. P. Stiger of the Johns-Manville 
Corporation was elected president of 
the Asphalt Tile Institute at the an- 
nual meeting of the organization. He 
succeeds Julian O. Heppes, vice-presi- 
dent in charge of sales of The Tile- 


Tex Company, Incorporated. For the 
past year Mr. Heppes has headed the 
Institute, which is a trade and re- 
search association whose membership 
represents about 80% of the asphalt 
tile flooring production of the coun- 
try. 

The new vice-president is Harry A. 
Hachmeister, president of Hachmeis- 
ter, Incorporated, and the new secre- 
tary-treasurer is C. J. Christoverson 
of the Sloane-Blabon Corporation. 

Due to enormously increased de- 
mand and the high volume of new 


building and renovation of all types 
of structures, production and ship- 
ments of asphalt tile during 1948 ex- 
ceeded the 1947 output by a wide 
margin, it was announced. When final 
figures for the year are compiled, 
they are expected to show that nearly 
400,000,000 square feet of this floor- 
ing was produced by members of the 
Asphalt Tile Institute. This com- 
pares with total output of 315,852,000 
square feet by Institute members in 
1947 and 188,509,000 square feet in 
1946. 








Advising Uncle Sam 





ie 


THIS INFORMAL TASK GROUP chosen from the lumber industry met in Washington 
recently at the invitation of the National Security Resources Board as a preliminary 
step in formulating mobilization plans in the event of another national emergency. 
The Board is seeking similar advice from scores of other similar industry groups, 
whose suggestions later will be passed on by formal industry-wide Advisory Committees 
before submission to the Board, which will make recommendations to the President. 
The lumber group shown here (left to right) includes: John M. Oliver, E. L. Bruce 
Co., Memphis, Tenn., New York, N. Y.; Joseph King, consultant, Washington, D. C.; 
J. Philip Boyd, president, J. Philip Boyd & Co., Chicago; John D. Mylrea, NSRB’s 
Director of Forest Products Division; Harry Kendall, vice-president, Weyerhaeuser 
Sales Co., St. Paul, Minn.; Don Campbell, president, Boner-Campbell Co., Lebanon, Ky. 
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Let us demonstrate. 


Edward J. Sherman Lumber Sales 


Board of Trade Building 
PORTLAND 4, OREGON 
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“SHERMAN 
Serice” 


way WESTERN PINES 


Gi WEST COAST HEMLOCK , ne 
#8 RED CEDAR SHINGLES © Fir, Hemlock and Cedar finish. 


With a group of excellent mill connections. our or ° 
ganization is prepared to offer exceptional] service tn @ 3/,x8, 34x10 select Tight Knotted Cedar 
West Coast Woods to a few additional customers , 





NOW is the Time 
Get your saws in shape 


Send us your circular saws that are giving you trouble. 


We can weld your spiked saws or cut them down to 
a little smaller size. 


We can make Edger saws, Trimmer saws, etc. from 
your worn out or cracked saws. 


We have manufactured and repaired saws for 50 
years and we know how. 


Best equipped saw Factory in the South. 


J. H. MINER SAW MFG. CO. 
MERIDIAN, MISS. 


THE ORIGINAL MINER SERVICE 

















Lumber For Sale 


We specialize in the following items and can 
ship straight or mixed cars: 


Gutter — 3x4 and 4x4 clear or select Fir 
and Cedar. 


Bungalow green siding. 
® Fir Drop siding; patterns 106 and 124. 


@ Fir, Hemlock and Cedar dimension, 
boards and green shiplap. 


NORTHERN WOOD PRODUCTS 
P.O. BOX 489 VANCOUVER, B. C., CANADA 
TEL. DEXTER 0830 
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TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 





Manufacturers and Distributors of all 


WEST COAST WOODS 


AND SHINGLES | 
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STILL MOST POPULAR! 
THE TOWER—'"32" EDGER 
now equipped with 


1. Roller or Ball Bearings on Main 
Saw Arbor 


2. Inserted Tooth or Solid Tooth Saws 
3. Front and Rear Pressure Roll 


STRONG — RIGID — DURABLE 


For Information and Prices, Write 


This shows the husk and front table of the No. 4 GREENVILLE 
TOWER 32-inch Edger, the rear table is not shown. The R. J. Tower Iron Works Wines ee?) 








SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





SELLING THE PRODUCTS OF DISTRIBUTORS OF 

















*THE McCLOUD RIVER LUMBER SHEVLIN PINE PONDEROSA PINE 





SPECIES 











McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY ERSCENVE GONIES 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
"Member of the Western Pine Associ. | © MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
Pee Sen DISTRICT SALES OFFICES: 
. NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
. Pandewosa Fine Woodwork Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 








THE NAME SILVER LAKE stamPeED ON EVERY FOOT 


@ PACKED IN CARTONS @ 


SILVER LAKE CO. 


Sold through Regional Distributors 
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LOWER PRICED GRADES 
EDDYSTONE 
j Mills and Sales Office PELHAM 
) Chattahoochee, eT T-1a-11-) NUCORD 


BENGAL 











RBrown’s 


SUPERCEDAR 


pveRT!S ED 





Red Cedar Closet Lining 
Guaranteed 90% Red Heart or Better 
Only SUPERCEDAR is of 100% oil content 
the same uniform high Suggest Cedar Lined 


t tandard that 
a eeiees ‘onus Closets to Every Home 
Builder. There is 


package to contain 
90% Red Heart or Nothing Better than 


better, and 100% 















oil content 
which produc- 
es the pleas- 





Ns , | 
DAR 


CLOSET EDA 


ing aroma. 

SEALED 
PACKAGED More home builders are 
LABELED specifying cedar lined 


closets today than ever— 

and Brown's SUPERCEDAR 
is nationally advertised to 
thousands of new home pros- 
pects,architects and builders. 
SUPERCEDAR closet lining is 
surfaced, tongue and grooved, 
ready to put on with no waste. 

Packaged and sealed with the 
Geo. C. Brown label and guaran- 
tee, famous since 1886. 


Product of 


GEO.C. BROWN & CO. 
GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 








DEALERS AND 
DISTRIBUTORS 
WANTED 


Alayntte 


AMAZING NEW TRANSLUCENT 
CORRUGATED BUILDING PANELS 


Perfect for SKYLIGHTS, 
PARTITIONS « WINDBREAKS, 
SCREENS, ETC. 


wv 
Beautiful, Modern 


Colors 
Shatterproof 
Lightweight 


Easy to Saw, 
Nail or Bolt 


ie Re 








X 


Wile toda, for illustrated folder 


Alsyulé 


ALLIED SYNTHETICS CO. 
P. O. BOX 136 
SAN DIEGO 9, CALIFORNIA 
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Hallock & Howard to Control 
Craig Mountain Lumber Co. 


Controlling interest in the Craig 
Mountain Lumber Co. of Winchester, 
Ida., was recently acquired by the 
Hallock & Howard Lumber Co. of 
Denver, Colo. and Cascade, Ida. The 
purchasing firm has been engaged in 
the lumber, woodworking and saw- 
mill business since 1877. 

New officers of the Craig Mountain 
Lumber Co. are Charles W. Fischer, 
Denver, president; I. F. Downer, Den- 
ver, vice-president; U. R. Armstrong, 
Cascade, secretary-treasurer and gen- 
eral manager. Mr. Armstrong has 
been manager of the firm’s mill at 
Cascade for the last 20 years. 

W. C. Geddes, Winchester, presi- 
dent and general manager of the 
Craig Mountain company will con- 
tinue with the new management in an 
advisory capacity and as a director. 
G. E. Leader, sales manager and di- 
rector, also will remain with the new 
management. 

The Craig Mountain Lumber Co., 
established by Wisconsin interests, 
began operation in 1910. It is now 
considered the second largest opera- 
tion in the Lewiston, Ida. district. 


Johns-Manville Meeting at 
Dallas a Grand Success 

With 347 Southwestern Dealers in 
attendance, vice-president H. R. Ber- 
lin opened the day long “Dealers Clin- 
ic” with the keynote, “You must mer- 
chandise in 1949”. Thereafter, for six 


solid hours some 12 top notch sales 
executives took them step by step 
through a well formulated, well dem- 
onstrated picture of business in 1949, 
They used every technique of show- 
manship plus visual aids to help deal- 
ers plan their own training programs 
and to use the selling tools Johns- 
Manville places in their hands. 

The 44 boys in the 30-day school 
at S.M.U. were honored guests at this 
full day’s meeting and no one was 
more attentive or more receptive than 
these lads. Incidentally, nine of these 
boys are owners or part owners of 
the businesses from which they come 
and a large majority come from yards 
who handle Johns-Manville products, 
—The Texas Assn. Bulletin. 


$900,000 of Bird & Son Earnings 
Go to Retirement Fund 


Announcement of the setting aside 
of $900,000 of the company’s earnings 
for 1948 to go to the retirement fund 
for employes was made recently by 
Axel H. Anderson, president of Bird & 
Son, Inc., East Walpole, Mass., at a 
banquet in honor of 54 employes who 
have just retired on company-pro- 
vided pensions. This sum will be added 
to the $828,000 similarly set aside a 
year ago. 

The Bird & Son retirement plan 
provides a pension based upon 40 per- 
cent of an employe’s salary or base 
wage. Retirement income _ includes 
primary payments received by the 
employe under the Social Security 





Youngstown Promotion Built Around National Advertising 


Bridging the gap between national 
magazine advertising and the local 
dealer’s store, Youngstown Kitchen 
dealers and distributors swung into 
action in February with the first of 
six dealer tie-in promotions. Dealer 
floor displays like the one below dupli- 





cate in nearly every detail the illus- 
tration used in Youngstown’s current 
national advertisenient. Marshall 
Adams, advertising and sales promo- 
tion manager of Mullins Manufac- 
turing Corperation, Warren, Ohio, 


puts finishing touches on display. 


iad 
“ e 





DEALER FLOOR displays duplicate illustration in national advertisement. 
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Oregon Lumber Co. 


Baker, Oregon 


Pioneer eastern Oregon mill—in operation 60 





years. Under our sustained yield plan of opera- 
tion, the past 60 years of performance is just 


a starter for future delivery of our products. 
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side Soundbilt is a name that stands for quality in plywood. 
ng’s As the name itself implies, Soundbilt is a well-manufac- Manufacturers 
und tured, soundly produced plywood. It comes from fine, old- 
by i i dbilt is 
J growth logs. It is made in a modern plant. Soundbi on at 
& a name you'll be hearing more about from now on. Famous John Day 
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ma / Ponderosa Pine 
ded SS dad 
* et OO Since 1889 
- “7 PLYWOOD, /e. 
er- 230 EAST F STREET @ TACOMA, WASHINGTON & PHONE MAim 0179 
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OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


J Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 


| cialties, Etc. im Unsuspected, undetected moisture 
i. District Sales Representatives costs YOU dollars every day! 





Mr. R. F. Taylor Mr. H. M. Tripp Electronic MOISTURE REGISTER detects the exact moisture 
No. 24 Welwyn Road P. 0. Box No. 85 content of wood within 3 seconds. No more costly guessing. 
Great Neck, L. L., Crystal Lake, Ml. No complicated calculations! Simply place the electrodes against 
wow Ses the surface to be tested . . . read the dial. WRITE, TODAY, 

. FOR FULL DETAILS AND A LIST OF PRESENT Electronic 

Member Western Pine Assn. MOISTURE REGISTER USERS. The Moisture Register Co., 





Dept. A, 133 N. Garfield Ave., Alhambra, California. 





The Standard in Moisture Testing for 
more than 15 years. 
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Act. Retirement age is 65 for men 
and 60 for women. All employes hav- 
ing five or more years of continuous 
service participate in the plan, the 
entire costs of which are borne by 
the company. It also includes a death 
benefit to a named beneficiary in the 
event of death before retirement. 
In case of voluntary severance from 
the company before retirement, pay- 
ments of the employe’s share of the 
fund are made according to length of 
service. Twenty-five years of service 
at retirement age is necessary for 
maximum benefits. 

The plan is based on company earn- 
ings. Its success, therefore, depends 
on the continued earnings of the com- 
pany. In other words, the individual 
efforts of every worker count. Earn- 
ings for the retirement fund come 
only from profitable production. 


Forest Products Research 
Society Membership 
Nearly Doubled 


The Forest Products Research So- 
ciety, which was organized just two 
years ago to promote more efficient 
use of wood and other forest prod- 
ucts, enters its third year with an 
outstanding record of growth. Hav- 
ing attained a membership of 1,022 at 
the end of its first year, it has almost 
doubled in size and closed its second 


year with an active membership of 
1,850. Under the guidance of Presi- 
dent George A. Garratt, Dean of the 
Yale University School of Forestry, 
the Society has extended its member- 
ship to more than a score of foreign 
countries as well as to all corners of 
the United States and Canada. 


The Society is endeavoring to bring 
about the greatest possible inter- 
change of information among all per- 
sons and organizations concerned with 
forest products. The address of the 
headquarters of the Forest Products 
Research Society is Box 2010, Uni- 
versity Station, Madison 5, Wis, 


J. H. W. Conklin New 
Head of Materials 
Handling Institute 


J. H. W. Conklin, sales manager of 
the Industrial Truck Division, Clark 
Equipment Company, Battle Creek, 
Mich., was elected president of the 
Materials Handling Institute. Mr. 
Conklin succeeds S. W. Gibb, Yale & 
Towne Manufacturing Company sales 
manager. Other officers elected for 
1949 are: First vice-president—J. G. 
Bucuss, Acme Steel Company; second 
vice-president—J. P. Lawrence, The 
American MonoRail Company; secre- 
tary-treasurer—R. Kennedy Hanson. 


The annual meeting of the Institute 
was notable for interest in activity 


designed to solve, through exchange 
of ideas and experiences as well as 
through research and study, its own 
problems and in so doing to make it- 
self increasingly useful to industry 
and to commerce. In this direction, 
Mr. Conklin said he would call aq 
meeting of the Board of Directors at 
an early date for the purpose of lay- 
ing out for 1949 a program of un- 
precedented activity. 





Companies Announce 





Paint Company to Change Name 

The Minnesota Linseed Oil Paint 
Company has changed its name to 
Minnesota Paints, Inc. No change of 
ownership or management is _in- 
volved. It was decided, after 15 
years of paint and varnish manufac- 
ture, to shorten the name because it 
is easier to say and remember. 

The change should also reduce con- 
fusion between the old name and that 
of the Minnesota Linseed Oil Com- 
pany. The oil company was formed 
in 1870 but for the past 12 years 
has been a division of the paint 
company. It was recently reacti- 
vated as a separate corporation to 
operate its new $2,000,000 solvent 
extraction, linseed oil plant. The 
oil company is owned jointly by Min- 
nesota Paints, Inc., and National 
Lead Co. 














*PLYWOOD= 


POE CARNET PANELS 
OF OAALITS COAT ERRAND 


5s 





Walnut, Birch, Oak, Gum and Mahogany. 
With the cabinets you get. 


the customer. 


Aetna’s Free ““TELEPLY TICE: 








pte sane 
Plywood 
Merchandiser 


on hardwood plywood 
sales. 
space-saving, plywood 
merchandiser, the ‘‘Easi- 
Sell” 
plywood sells _ itself, 
builds a permanent re- 
peat business. 


The “Easi-Sell’’ Display Cabinet is handsomely finished, comes 
stocked with 60 pieces of 30°’ x 60°’ hardwood plywood including 


ADVERTISING MATS—help build your hardwood business. 
FURNITURE PLANS—sales makers that increase your service to 


Send for full Saieomaiten on ba wees Display Cabinet and 
price list. 


PLYWOOD & VENEER COMPANY 


1732 Elston Avenue, Chem 3 22, Illinois 
Phone ARmitage 6-7100 
Branch Warehouse: Grand Rapids 4, Michi 


Sales Offices: Detroit, Mich.; Milwaukee, “< 
Indianapolis, Marion, and West Lafayette, Ind. 


With Aetna’s 


Display Cabinet, 
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HARDWOOD 
FLOORING 


Oak-Beech-Pecan-Ash 


In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 


For prompt attention on your needs phone or write 


Miller & Company, Inc. 


DEPENDABLE _ QUALITY 














Manufacturers of 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. 


Selma LD 9910 — Ph s Jackson 1885 


and ” iat: TENN. 
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SANTIAM LUMBER COMPANY 


MILLS 
SWEET HOME @ LEBANON 
OREGON 


“Santiam” Grand 
Old Growth Yellow Fir . Upland Hemlock 
TIMBERS — BUNDLED UPPERS DRY AND GREEN DIMENSION 


PLYWOOD AND GREEN LATH CAN BE INCLUDED IN 


| MIXED CARS 
ANNUAL CAPACITY — 100,000,000" 






























SALES BUILDING 





UIPMENT 


THURSTON-FLAVELLE 


Limited 


WITH PLENTY OF 


















PORT MOODY, B. C. CANADA 












Manufacturers of 


RED CEDAR 
SIDING 


jand 


SHINGLES 


Distributed through the 
Wholesale Trade ex- 
clusively. 






141 WARRENAVE. 
MONTPELIEROHIO 


C.HELLER s(O. New YORK CITY 


ROLL - O RF 1D “The Active Truck Is the md 
LUMBER TRUCK BEDS som 


Complete Beds Shipped KD. 


EASILY MOUNTED 
Write for Catalog & Prices 











The R-B COMPANY, 1921 Guinotte, KA KANSAS cITy, Mo. 
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The A. Morrison Lumber Company, 
Inc., wholesale lumber firm in Port- 
land, Ore., announces the removal 
of its offices to 802 Pittock Block. 


Hanover Builders Supply, Inc., has 
taken over all the assets and as- 
sumed all of the liabilities of Han- 
over Builders Supply Company, Sil- 
ver Creek, N. Y. Ownership of the 
stock of Hanover Builders Supply, 
Inc., remains in the same hands as 
did ownership of Hanover Builders 
Supply Company. No change in pol- 
icy is anticipated and the address re- 
mains the same. 


Sears, Roebuck and Co. has an- 
nounced the appointment of Arthur 
J. Natemayer as head of its building 
materials department in the Chicago 
headquarters, 725 S. Homan Ave., 
Chicago 7, IIl. 

Mr. Natemayer, retail sales man- 
ager of the plumbing and heating 
department since 1944, succeeds C. J. 
Westrich, who has resigned to enter 
his own business. 

W. A. Zimmermann has been ap- 
pointed building trade representative 
in the metropolitan New York area 
by Walter H. Gardner, general sales 


manager of the Keystone Steel & 
Wire Company, Peoria, Ill. Mr. Zim- 


mermann has been transferred to the 
building field as a merchant trade 
representative following 14 years in 
the home office and in the field. He 
has covered territories in Texas and 


in Iowa. This appointment repre- 
sents an extension of the Keystone 
market, since the company has never 
actively solicited business in this 


area. 
R. S. King, president, The Philip 
Carey Mfg. Company, Cincinnati, 


Ohio, announced that J. J. Smiley, Jr., 
had been appointed commodity man- 
anger for the sale of Miami Carey 
fans. The new fans include nine mod- 
els of kitchen, attic and window ven- 
tilating fans. 

Roy E. Mellen was elected an as- 
sistant secretary and Arvid L. Orwoll 
was elected an assistant treasurer of 
Peavey Lumber Yards, at a special 
directors’ meeting of Van Dusen Har- 
rington Company in that firm’s Min- 
neapolis offices. Peavey Lumber Yards 
is a division of Van Dusen Harring- 
ton Co. 

P. M. Hummer, formerly assistant 
manager of the Philadelphia District 
Office of the Armstrong Cork Com- 
pany Building Materials Division, has 
been named manager succeeding R. 
W. Bair, who has retired after 43 
years of close association with the 
Company. Mr. Hummer joined the 
Armstrong Building Materials organ- 
ization in 1919. 


Robert K. Turner, newly named 
general manager of the Indianapolis 
(Ind.) Lumber Company, will special- 
ize in the planning of new homes and 
home improvements. The lumber 





company has been in the same loca- 
tion, 1101 E. 30th St., over 42 years, 
Mr. Turner has been in the lumber 
business for 23 years. During recent 
years he has been busily occupied in 
the construction industry. 

Appointments of the following field 
sales representatives for The Upson 
Company, manufacturers of  lami- 
nated wood-fibre wall and ceiling 
panels, have been announced by 
Harry R. Shedd, vice-president in 
charge of sales of the company: 

Marshall H. Felton, 144 Ashbrook 
St., Springfield, Mass., will ‘serve 
parts of New York and New England. 

Roland Rider, 23705 Cliff Drive, Bay 
Village, Ohio, will cover the northern 
part of Ohio. 

The territory of John E. Cline, 2454 
N. Talbot St., Indianapolis, Ind., will 
consist of parts of Indiana and Michi- 
gan. 

Kenneth F. Weiss, 2240 N. 65th St., 
Milwaukee, Wis., will serve the state 
of Wisconsin. 


Eugene S. Ostheimer, 1145 N. Ken- 
tucky St., Arlington, Va., will cover 
the state of Maryland. 

Edward M. Winters, 2749 Mayflower 
Rd., Charlotte, N. C., will serve parts 
of the states of North and South 
Carolina. 

Robert P. Hagen, 340 Tremain St., 
Mt. Dora, Fla., will serve the state 
of Florida. ' 








curr” 


dipping tanks gladly supplied. 


today for prices and information. 


53 Maple Street 





—— oL 
Dip in <gpRinot STOPS ROT 


Dip studs, joists, sleepers, sillsk—any construction lum- 
ber that is subject to rot and insect attack—in Cuprinol. 


With Cuprinol #12 for low cost dipping you can 
quickly and economically provide lumber for construc- 
tion and repair treated against rot and insects. Pro- 
tective gloves and clothing are not needed. Data on 


And, for packaged sale for brush or spray applica- 
tion by builders or home owners there is Cuprinol #10 
Green, #20 Clear, in quart and gallon units. Write 


CUPRINOL Division, Darworth Incorporated 
Simsbury, Conn. 
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these Pouts..- 
TIDEWATER 


TERMITE RESISTANT (naturally 
resistant to termite destruction 
according to the U. S$. Department 


DECAY RESISTANT (Nature has 
done for Tidewater Red Cypress 
what man has tried to do for 
other woods through artificial in- 
duction of preservatives.) 


STRUCTURALLY STRONG (General 
Strength lies between light and 


ALWAYS AVAILABLE IN THE SIZE YOU REQUIRE 
FROM “small stuff’ to TIMBERS 


We also invite inquiries concerning fully fabri- 
cated or partially fabricated vats and tanks. 


Videwater 
RED CYPRESS ~—Ai-—= 


Can be furnished from St. Louis Stocks 


FLEISHEL LUMBER CO. 


AVE. * ST. LOUIS 10, MO. * NEwstead 2100 


“The Wood Eternal” 










THEN RECOMMEND 


RED CYPRESS 


heavy pines. Structural grades of 
known strength and stiffness are 
available.) 


NATURAL GRAIN (Natural grain 
and texture lends beautifully to 
interior panneling and finishing.) 


EFFECTIVE FINISHES (Takes all 
stains, paints or enamels. No de- 
parture from standard finishing 
procedure required.) 
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KIRBY 


- Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose" 
| KIRBY BUILDING HOUSTON, TEXAS 








"Is it as Good as Kirby's?" 




















PLANER and JOINTER KNIVES 


- also high speed knives and molding cutters 
loc the ST industry. 


“TAYLOR-STILES & co. 


Riegeisville, New Jersey 


Western Agent 
Hall & Brown, W. W. “Machine Sess St. Louis, Mo. 








LUMBER for SALE 


HARDWOODS SOFTWOODS | 
DOMESTIC and FOREIGN 
VENEERS 


PLYWOOD | 
LARGE STOCKS IN ST. LOUIS YARDS 
Write, Phone or Visit 


FRY-FULTON LUMBER CO. 


| 154 Carroll St. ST. LOUIS 4, MO. 
| CEntral 5250 














POLES and 
PILING 


Goodwin Johnson Ltd. 


Metropolitan Building 





Vancouver, British Columbia 
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HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH © BEECH @ OAK 
STRIP @© BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


* 
High Grade Northern Hardwoods 
© 


Custom Kiln Drying 


& 
Members: MPM A NHL A NMA 


Oconto, WISCONSIN 








of WEST COAST 


og, Saath iocpScedaeatne 
» i 
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bt 

Me, 

‘ 

L u Vi K E R 


AND ALLIED PRODUCTS 


ose 


HILL-BEHAN 


LUMBER Co. 


WESTERN DIVISION 
ad RO] fa oh- ad 
610 WILLAMETTE ST. 


TWX EG25 
EUGENE, ORE. 
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A. R. (Mac) McDonell, well known 
lumber salesman of Minneapolis, has 
been appointed Western Representa- 
tive of the Holt Hardwood Company, 
hardwood flooring manufacturer of 
Oconto, Wis. Mr. McDonell repre- 
sented the Wisconsin Land & Lumber 
Company until that firm discontinued 
its operations shortly before the start 
of World War II. In his new posi- 
tion “Mac” will represent the Holt 
Hardwood Company’s complete line of 
maple, beech, birch, and oak flooring 
throughout the northwest and the Pa- 
cific coast. He will maintain head- 
quarters in Minneapolis at 4405 Col- 
fax Avenue South. 


Robert M. Snodell has been named 
assistant advertising manager by 
Acme Steel Company. Mr. Snodell 
has been associated with the com- 
pany since 1934 and has been in the 
advertising department since his re- 
turn from army service in 1945. 
























































































































































George Bechold, president of Ply- 
wood, Inc., announced the appoint- 
ment of Albert F. Fairobent as sales 
manager of Cadillac Plywood, a divi- 
sion of Plywood, Inc. Mr. Fairobent 
was formerly associated with Plywood 
Detroit, also a division of Plywood, 
Inc. 






























































D. J. (Don) Moore has been named 
manager of the northwestern sales 
division of the Masonite Corporation 




















with headquarters in Minneapolis. Mr. 
Moore has been with the company for 
about 17 years. He was a sales rep- 
resentative in Montana from 1933 to 
1942. After serving in the navy for 
three years, he worked two years in 
the Seattle territory and was trans- 
ferred to the northwestern division 
last April. 

Elliot S. Phillips, president of De- 
voe & Raynolds Company, Inc., an- 
nounced that A. W. Bornhauser has 
been elected president of Jones-Dab- 
ney Company,-. Louisville, Ky., a divi- 
sion of Devoe & Raynolds. Mr. 
Bornhauser is a native of Louisville 
and was among the first Jones-Dab- 
ney employes, starting in 1919. His 
rise from office boy to president was 
a succession of responsible positions; 
cost accountant, purchasing agent, 
divisional salesmanager and _ secre- 
tary-treasurer. He was elected vice- 
president in 1939 and vice-president 
and general manager of Jones-Dab- 
ney in 1944. Recently he was elected 
a vice-president and director of Devoe 
& Raynolds Company. 


Harry Perkins has been appointed 
central division manager for Lowe 
Brothers Company, Dayton, Ohio. 
Starting as a Lowe Brothers terri- 
torial representative in 1933, he was 
promoted to central district sales 
manager in 1946. In his new assign- 
ment Mr. Perkins will direct all sales 


activities on Lowe Brothers trade 
sales products through wholesale dis- 
tributors in southern Michigan and 
western New York state. 


C. S. Maenair has joined the Acme 
Steel Company in the capacity of con- 
sultant on product development. Mr, 
Maenair has been operating his own 
package engineering business, ©, §, 
Maenair & Associates, Chicago, since 
1926. Considered an outstanding au- 
thority in his field, Mr. Macnair 
through his former company solved 
packaging and shipping problems for 
some of the major manufacturing con- 
cerns of America. 

J. R. Brummett has been appointed 
superintendent of the American Lum- 
ber and Treating Company’s wood 
preserving plant in Baltimore, Md, 
Paul Wayman, vice-president and 
general superintendent announced 
from the company’s main offices in 
Chicago. Brummett succeeds Col. 
L. H. Harper, who retired from the 
company on January 1, 1949. 

H. A. Lamont has been named man- 
ager, Tile Products, Jones & Brown, 
Inc., it was announced by C. J. Land, 
general sales manager of the firm. 
Mr. Lamont will head activities re- 
lated to Pittsburgh Interlock Plastic 
Wall Tile and maintain headquarters 
at the Jones & Brown offices in Pitts- 
burgh. He succeeds R. G. Brown, re- 
signed. 


























White with 
Surfaced Pickets 
for Residential Purposes 


Red for Gardens, 














Chicken Yards, etc. 


Write for prices and catalog 











ILLINOIS WIRE & MFG. CO. 
P.O. Box 1396, JOLIET, ILL. 


TEXAS FENCE CO. 
Rt. 10, Box 388 
Dallas, Tex. 
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George F. Becker Edwin A. Brengle 


MILLWORK 
DISTRIBUTORS 
COMPANY 


General Offices & 
. ; 2 “a Warehouse: 


~ 2 N. Kresson Street 
BALTIMORE 24, 


| MARYLAND 


IMMEDIATE 
SHIPMENT 


Midico Window Units, 
White Pine, Weather- 
stripped. Set up @ 
$10.55 & up. 


Combination Doors, 
Like N. D. 737 Layout. 
Bronze, Wire. 8 lights 
glazed @ $13.75 & up. 


6 Rsd. Panel #1 Fir 
Doors 2-6 x 6-8, 1%” 
@ $9.39. Also other 






sizes. 


SEND FOR LISTS 











Seattle, Wash. 











ber and Lumb 
424 Bulkley Bldg., CLEVELAN 
Phone: Tower 1-2480 




















Mill Representatives for 




















Old Growth Douglas Fir, 
Plywood, Doors, 

Pine Lumber and Lumb 
Products. 








| 











MALCOM & ASSOCIATES 


Products 


Teletype: C V 469 


POPE & TALBOT, INC. 
Servicing Ohio, Western Penna. and N. 
Mills at Oakridge, Ore., 


St. Helens, Ore., 
Port Gamble, Wash. 


Creosoting Plant 
St. Helens, Ore. 


Portland, Ore. 


D 15, O. 


E. Indiana 











BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS—5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 


SEATTLE, WASH. 
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... the leader in 
CAULKING EQUIPMENT 


= 





Write for name and 
address of nearest 
VITAL PRODUCTS 
jobber. 


GUNS: world’s most complete 
line, including rotary handle mod- 
els. Sizes 1 pt. to 2% ats. 








CARTRIDGES: plain, extruded “~~ 
or spouted caps. Order from NOZZLES: interchangeable, for every size 
your caulk supplier. and shape of caulk strip, from 1A4,_" up. 








7500 Quincy Avenue 
Cleveland 4, Ohio 


JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 








RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Idaho White Pine Ponderosa Pine 
Douglas Fir 








White Fir 














AIR DRIED AND KILN DRIED PINE | 
AIR DRIED 


HARDWOODS 


KILN DRIED POPLAR 


> don OT ee) 2 


Yost-Blackwell Lbr. Co., Notzsular Lbr. Co, 
Ozark & Enterprise, Al? Notasulas, Ala 


PINE PLUME LUMBER CO. 


BELL BUILDING, MONTGOMERY, ALA. 
ESTABLISHED 1899 
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Burtptnc Propucts MERCHANDISER 
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dealers show bigger 


“And it’s no wonder. I’ve seen only finest quality plywood 
in the Williams warehouses. Maybe, also, dealers now 
recognize the importance of experience and background 
in the plywood industry. 


“That's where my bosses really stand out. They help you 
sell your plywood, instead of just supplying it. Keeps the 
sales promotion manager on his toes . . . but he gets the 
jobs done. If you’ve never done business with us, just re- 
view with me the special features this Williams Company 
offers.” 


Lower WILLIAMS Prxces 


mean you can always buy right—more profit- 
ably. Our lower operating costs say less markup 
for us— better prices for you. 


Settler WILLIAMS Sercce 


means your stocks can be kept at a minimum 
since they can be replenished (usually within 24 
hours) by our streamlined shipping department. 


The entire efforts of our organization are concen- 
trated on plywood. We know the full potentiali- 
ties of this product—and are ready to help you 
turn them into unlimited profits. 


CALL LINCOLN 3342 
Wire or Write ... Today 


WILLIAMS 


PLYWOOD CoO. 


222 CHAMBER COMMERCE BLDG. ¢ INDIANAPOLIS 





J. F. Donahue, president of Great 
Lakes Distributing Corp., South Bend, 
Ind., announces the following promo- 
tions from within the company’s 
ranks: R. W. Stone, former manager 
of the Fort Wayne Branch, to gen- 
eral sales manager; R. E. Shade, for- 
mer sales representative, to sales 
manager of the Fort Wayne Branch. 
B. J. Bannon, will succeed Mr. Shade 
in the sales division at Fort Wayne. 


Dean Johnson, president of the 
C. D. Johnson Lumber Corporation, 
Toledo, Ore., has just been elected a 
director of the First National Bank 
of Portland, Ore. Mr. Johnson is a 
past president of the West Coast 


STOP! 


Slaving Over 
Your Drawing Board 








Personalized house plans drawn 
to suit your prospect—fees as 
low as three cents a floor foot. 
Quick service. Ask about our 
"Pays Its Own Way" Re-draft- 
ing Service. 


LUMBERMAN'S 
PLAN SERVICE 


120 Machin St., Peoria 5, Ill. 








Lumbermen’s Association and is just 
retiring as a member of the board 
of directors of the National Associa- 
tion of Manufacturers. 


Daniel R. Boehm, Jr., has been ap- 
pointed assistant regional sales man- 
ager for Youngstown Kitchens with 
headquarters in Washington, D. C. 
Mr. Boehm has been with the Youngs- 
town sales department of Mullins 
Manufacturing Corporation since 1946. 
In his new post he will serve as as- 
sistant to M. L. Ondo, regional sales 
manager in the territory including 
metropolitan New York, Newark, 
Harrisburg, Philadelphia, Washing- 
ton, and Hagerstown. 


Al Hager, Former NRLDA 
President, Dies at 68 


The passing of “Al” Hager has sad- 
dened his thousands of friends in the 
industry. 

Alton J. Hager was born in Ver- 
montville, Mich., May 29, 1880. He 
moved to Lansing where he lived out 
hs life, in 1914. 


He entered the retail lumber busi- 
ness at that time and each year of 
his life his business grew and he 
grew in stature and influence on his 
industry. 

As late as last November he was 
active in committee work at the an- 
nual meeting of the National Retail 
Lumber Dealers Association. 


“Al” was born with an extra quota 
of driving energy and determination. 
As he matured these qualities were 
directed into industry and community 
service as well as building his own 
business. 

His leadership and crusading spirit 
took him to top positions in the 
Masonic Order, in Kiwanis, in Hoo Hoo 
(he was Snark of the Universe in 
1926), in the Chamber of Commerce, 
in the National Home Finance Cor- 
poration, and in the Michigan and 
National Retail Lumber Dealers As- 
sociations. 

Wherever there was a cooperative 


“AL” HAGER 


job to be done in the light construc- 
tion industry Al Hager was usually. 
the first name to be suggested to 
head up the movement. And he nearly 
always responded, often at consider- 
able sacrifice to both his family and 
his business. 


Once he accepted a leadership post, 
his tremendous capacity for work, his 
insight into human values, his ability 
to overcome obstacles, his capacity 
for making friends, inspired others 
to cooperative action. He was intol- 
erant only of leaders who refused to 
lead. 


Much good in industrial and civic 
life resulted from Al Hager’s having 
lived among us. 


His widow and his daughter, and 
his son who remains to carry on the 
Hager and Cove Lumber Company of 
Lansing, must find comfort in the lov- 
ing appreciation, sympathy and sor- 
row felt by lumber and _ building 
material people all over the United 


States and Canada for our old friend 
Al Hager. 
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ROOFERS — FARMERS — BUILDERS 
All Vote The 


ercwtte NAILS 


AS FIRST IN STAYING POWER 





satisfactorily. 


NEED LUMBEp * 


Let Ferguson take care 
of your lumber needs 
— promptly, efficiently, 


Best way to judge SCREWTITE ALUMINUM NAILS is to 
ask the men who use them. They al! swear by the superior 
screw shank, the capable neoprene washer which seals 
the aluminum roof solid and dry. 


Ferguson has been 
; satisfying buyers since 
A postcard request will ‘ ying J 


bring free samples of 1893. 
the SCREWTITE NAILS. 


Here’s why they like it: 
@STAYS IN 

@SEALS TIGHT 

@LONG LIFE OF SERVICE 

@ STRENGTHENS STRUCTURE 


CUPPLES COMPANY, st. touts 2 


Y 
INDEPENDENT MAIL & PACKING CO. 


W. T. FERGUSON LUMBER COMPANY 
ST. LOUIS 1, MISSOURI 
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